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All Good Things Must Come to an End

By Scott Robertson Jr.

Have you ever heard the phrase “All good things must 
come to an end,” and then ask yourself why? If you 

are reading my final column as ARA President, most likely 
you are an engaged member of the auto recycling industry 
and there is a good probability that you just had the most 
profitable 12 months of your life. I keep waiting for the 
bubble to burst and demand for our product to diminish, 
it just seems natural that it will not stay like this forever. 
What can we do to ride this wave longer?

Looking back, we didn’t get here by accident. I don’t 
think any of us changed our procedures – as a matter 
of fact, our procedures were stressed due to lack of 
employees. We didn’t have a huge influx of inventory – 
most of us struggled to keep inventory levels stable and 
had to pay more for it! We didn’t lower our prices – many 
of us raised prices. An outsider looking in would think 
that an industry under these constraints, and others not 
listed, would be struggling. So why are we prospering?

We have always had an alternative and lower-priced 
part for auto repairs, but could not escape the stigma that 
we sold junk. As the world’s most misunderstood industry, 
we only have ourselves to blame for not promoting the 
benefits of our industry, but sometimes people just don’t 
want to try something new. It’s kind of like someone 
hating a food group that they have never tried, only to 
finally try it and figure out that it’s delicious. Over the 
past 12 months, like us or not, may consumers have had 
to repair their vehicle with used auto parts. Will they 
order our part next time when they have the choice in 
repairs? … I say yes!

I’ve been the President of ARA for 21 straight months, 
probably a record, but who’s counting. The only way 
this was accomplished without a total breakdown was 
with the assistance of ARA’s outstanding staff and our 
great Executive Director Sandy Blalock. Our industry 
is fortunate to have her at our helm. Sandy is relentless 
in defending the rights of all auto recyclers in selling 
the product we harvest from end-of-life vehicles. I now 
understand why she was a track star in high school, she 
never gives up. When everyone was fearful of traveling, 
Sandy was boarding numerous flights to ARA headquar-
ters to lead her staff and ensuring that our industry was 
considered “essential.” It was not by accident that ARA 

was there for all of us during these chaotic times. ARA is 
always here protecting us.

It’s with great sadness that with the upcoming Executive 
Committee transitions, Jonathan Morrow will finally be 
exiting the EC after a record six years of service. I will miss 
ordering his Shirley Temple drinks with extra cherries, 
as well as his even-tone matter-of-fact attitude that can 
calm a room. Even though Jono will no longer be a voting 
member of the EC, ARA will still be leaning on him for 
guidance and projects going forward … we are lucky that 
he’s still young!

Incoming President Marty Hollingshead has been 
my friend for many years and our industry is fortunate 
to have him leading the EC after my term. If you know 
Marty, he is a fierce defender of the automotive industry, 
but some do not know that he is just as charitable. 
Marty will open his wallet, open his heart and lend a 
hand to many in need. He is also “wicked smart”… both 
street and book. Let’s not forget the rest of the EC, Shan 
McMillon, Nick Daurio and Eric Wilbert, all super smart 
and dedicated to leading our industry. We might have 
differing opinions entering a room, but we always work to 
exit in agreement and support a unified message.

 I was told that joining the EC would be too time con-
suming and that my business would suffer during my 
term as President. It’s true that you need to be dedicated 
in volunteering your time while on the EC, but completely 
false about my business. In fact, my business has thrived 
during my whole EC term. Being engaged and involved in 
our industry has improved my business more that I could 
have ever imagined, so much that I’ll stay engaged after I 
leave the EC. But the best thing that I received from being 
on the EC are the business contacts and the friends that I 
have made during the last five years; both are priceless.

I’m going to continue riding the wave, and look forward 
to dispelling the saying that “all good things must come to 
an end”. It’s been an honor serving the last 21 months as 
President of ARA. Thanks for riding the wave with me. 

Scott Robertson Jr.
2020-21 ARA President
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By Sandy Blalock • ARA Executive Director
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I  have always believed that the best way to learn was to 
help others learn. I also believe that is the way to suc-

ceed, especially as a team or an industry. My motivation 
for continuing my work in the auto recycling industry is 
that I feel I still have work to do and the time to do it. 

Our industry is sadly misunderstood even after a century. 
Unfortunately, some of that misunderstanding is within 
our own industry. We still have many who believe that 
things will change without putting any effort into making 
change happen; regrettably that will just not happen. 
Change only occurs when you are willing to actively par-
ticipate in the process.

Selfishly, I want everyone to succeed, 
but not everyone will. As in business, 
those that are always preparing for the 
future, a future that grows closer every 
day, will thrive. 

Auto recyclers: Let me urge you to 
really take a hard look at your busi-
ness and evaluate where you see your-
selves in three, five or 10 years. I assure 
you that what you determine in your 

answer is not something you can do alone. That’s why 
ARA and your state associations are here to help; our only 
motivation is your success. For the sake of the industry, we 
need all of you to grow, prosper and be profitable. We will 
continue working hard to do everything possible to make 
sure that happens. 

ARA’s first priority is you. You are the reason we are 
here, and we are deeply committed to your 
success as auto recyclers. (Just take a look 
at the accomplishments we have attained 
on page 65 as proof.) We are here to insure 
that no one takes away your rights to sell 
parts, ALL PARTS. As your advocate, we 
are here to make sure that regulatory over-
sight is fair and not slanted in a way that 
will thwart your success. 

We are here to make sure that you have 
access to training and resources necessary for professional 
development for you and your employees to safely process 
and handle every vehicle that you see coming into your 
facilities now and in the future. 

We are here to make sure you have access to the compli-
ance tools and certification programs that will assure you 
are running your facilities in a way to protect the environ-
ment and the communities you serve. We take ownership 
of our role and if a call for help comes in, we will respond. 

We are here to make sure the auto recycling community 
continues to dialogue through networking and mentoring 
to share mistakes and victories that further our collective 
efforts to make this industry into one that we all love.  

ARA will continue building alliances that will 
strengthen our industry to withstand the potential threats 
that will surely surface at some time. We may not win 
every fight, but we will give it everything we have because 
that’s who we are. We will not cower in the face of defeat, 
but continue to fight because we have made the promise 
that YOU are our first and only priority and your suc-
cess will be our success. Together We Succeed. Working 
together, we know we can achieve great things. 

I see the future of auto recycling as an unfolding set of 
opportunities, challenging us to continually unwrap them 
and move forward. Everyone’s journey in our industry is 
unique, that’s what makes it so much fun. It’s not about 
following the exact same path, but listening to your heart 
and finding your own way. It is important to take every 
experience, including the negative ones, as merely steps 
forward to proceed. Failure is often the best teacher.

Being an active participant in our industry’s association 
has immediate benefits, and should nurture an improve-
ment in the overall business climate. As recyclers get to 

know one another, they find ways to share 
resources, unite on important issues, and 
develop new tools for securing their profit-
ability, all the while creating an atmosphere 
that encourages competition and attracts 
customers. 

We are in exciting times in that we are 
seeing an influx of talented, smart next gen-
eration men and women who will lead the 
way into the future of the business. With 

effective leadership and adequate participation, ARA as 
an association can make it easier for all our members to 
make money and also enjoy the process. 

I hope to see you in Dallas!  

Reach Sandy Blalock 

at sandy@a-r-a.org.  

Share your thoughts 

pertaining to the 

advancement 

of professional 

automotive recycling.  

Your letter could 

be published in an 

upcoming issue.

“Coming together  
is a beginning; 

Keeping together  
is progress; 

Working together  
is Success! ” 

—Henry Ford

Learning from Others – 
78th Annual ARA Convention & Expo

NOVEMBER 10-13, 2021
DALLAS, TEXAS • SHERATON
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By Caryn Smith • Editor 

It’s the Most Wonderful Time of the Year

While you may be singing Jingle Bells 
by Bing Crosby in your head based 

on my column title, at ARA we are singing 
the melody of Reunited by Peaches and 
Herb. Our most wonderful time of the year 
is when we can gather everyone together, 
under one roof, to discuss how to protect 
and grow the industry we all love and serve. 
Finally, we can see our peers and friends 
face-to-face and recharge after the longest 
never-ending two years of our lives. 

On page 38, you can see that ARA has 
firmed up a packed agenda that maps out 
a vibrant and dynamic 78th Annual ARA 
Convention & Expo in Dallas, Texas on 
November 10-13. Find out more details at 
www.a-r-a.org/convention.html.

On page 40, we acknowledge the 78th 
Annual ARA Convention & Expo spon-
sors, and on page 43 you’ll see a listing of 
committed exhibitors thus far (it is not too 
late to exhibit), who are eager to share the 
latest innovations of automotive recycling 
at one of the largest global Expo events.

EDGE 2020 SUPPORTERS
Those companies who supported  
EDGE 2020 with a sponsorship  

(in order of level):

Hollander, a Solera company
Insurance Auto Auctions

eBay Motors
Car-Part.com

LKQ
United Recyclers Group
Brock Supply Company

Peddle
BASF

PMR Inc.
Rebuilders Automotive Supply

Copart
Buddy Automotive Innovations

United Catalyst Corporation
Recycler’s Cross Dock

CCC
Fenix Parts

GJ Sullivan, an Amwins Company
Online Parts Depot

Profit Team
Natural Ventures

Team PRP

In planning for this event, ARA has proto-
cols in place for the safety and well-being of 
attendees as the highest priority of the event, 
with a close second being programming 
worthy of time away from your very busy 
business. We hope that all attendees will 
take needed extra precautions for a safe and 
productive event and trip for everyone. 

I do want to acknowledge sponsors from 
ARA’s EDGE 2020 (see box) who helped to 
launch the first-ever global virtual automo-
tive recycling convention and expo. Without 
their support, ARA could not have accom-
plished all that it did in the last two years. 

In the article on page 64, you can read 
highlights of those accomplishments, where 
your Association didn’t waiver in the face 
of a global epidemic. The work continued, 
and even expanded its reach.

Let’s face it – last year was frightening. 
This year continues to be challenging. 

I would be remiss not to acknowledge 
those who fought the virus and were blessed 
to return to their life, maybe a bit more 
grateful. And to remember those who have 
lost their battle, who leave behind families, 
coworkers and friends. 

Yet, with all the chaos around us, auto-
motive recyclers are a resilient bunch. They 
brought much needed compassion and care 
to their employees and coworkers. Many 
are having a record-breaking year with the 
least amount of staff in their company his-
tory. Some are rethinking the way they do 
business. And, if ever there was a time that 
would make you rethink the direction you 
are going and pivot, this is it. 

So, in “Silver Linings ” on page 48, you 
can read how some of your peers handled  
the stressful year. There are so many 
common threads from different parts of 
the world. When reading the article, I could 
only think “Great Minds Think Alike.”

Reunited once again, I hope to see many 
Great Minds in Dallas! 
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LARA, a collection of female automotive recyclers, 
employees and industry vendors, will begin meeting on a 

monthly basis in addition to gathering in-person during the 
ARA Annual Convention. LARA is open to all ladies of the 
industry – whether recycler,  supplier, consultant and others 
–  and works to support women in the industry through net-
working, education and information.  

The next meeting will take place on Tuesday, October 5th 
on the MyARA online platform which is accessible through the ARA homepage. Monthly 
meetings will include a profiled speaker from within the industry, a discussion topic, and 
open question/comment period. Please invite your network of women in the industry to 
join in on the discussions.

The LARA meeting in Dallas will take place on Saturday, November 13th at 7:00am.  

Wheel
News, Trends & Reports from the Automotive Recyclers Association

Lorem ipsum

 – Recycled Original Equipment ®

®

WELCOME NEW AND 
RETURNING MEMBERS

114 Auto Salvage

All Import Auto Parts

ALLMAG Auto Parts

Auto Guys Services, Inc.

Budget Auto Parts

Carvio, Inc.

Lamb Fuels, Inc.

Multimetco, Inc.

Spivey’s Auto Salvage, Inc.

Wally’s Auto, Inc.

Wilbert’s U-Pull It of Bath

Wilbert’s U-Pull It of Buffalo, Inc.

Winkler Brothers Towing & 
Recovery, LLC dba Bud’s Wrecking

ARA issued a press release on July 22 
applauding a vote by the Federal Trade 

Commission (FTC) to increase enforcement 
against repair restrictions. The unanimous 
vote (5-0) on a policy statement that pri-
oritizes investigations into unlawful repair 
restrictions was taken during an open 
Commission meeting during 
which ARA and others in 
the automotive replacement 
parts industry participated. 

“The ARA has been in 
recent communication with 
the FTC about the unfair 
and deceptive campaigns undertaken by 
auto manufacturers to push ROE – Recy-
cled Original Equipment® parts out of 
the market,” said ARA President, Scott 
Robertson, in the press release. “This FTC 
decision, coming on the heels of President 
Biden’s Executive Order which called on 

the FTC to institute rules to curb anti-com-
petitive restrictions that limit consumers’ 
repair choices, sends a strong message to 
the manufacturers that they are not the 
only game in town.” 

“The misinformation campaigns and 
barriers to consumer choice that automo-

tive recyclers have fought 
for years are finally getting 
recognized at the highest 
levels of our federal govern-
ment,” added ARA Executive 
Director, Sandy Blalock. “We 
are encouraged by these pos-

itive steps forward to restoring consumer 
choice in how their vehicle is repaired.” 

The FTC policy statement specifically 
focuses on targeting enforcement of the 
Magnuson-Moss Warranty Act and other 
repair restrictions that violate antitrust 
laws or use deceptive practices.

Ladies of the Automotive Recyclers Association  
(LARA) Convening Regular Meetings

FTC Vote on Repair Restrictions  

 
EPA Targets Clean Air Act 
Violations at Metal Recyclers

ARA is closely monitoring activities 
related to a recent Environmental 

Protection Agency (EPA) enforcement alert 
targeted at metal recycling facilities oper-
ating auto and scrap metal shredders. The 
EPA published the July 2021 enforcement 
alert because the agency identified Clean 
Air Act violations by several metal recyclers 
operating shredders. State agencies and the  
EPA found that several metal recycling 
facilities had excess volatile organic  
compound (VOC) emissions coming from 
the operation of their shredders. As a result, 
the EPA and state agencies required metal 
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recyclers in violation of the Clean Air Act to 
pay substantial fines and install capture and 
add-on pollution controls. 

As part of the EPA’s enforcement alert, the 
EPA recommended that owners and opera-
tors of shredders take the following steps to 
minimize VOC emissions and achieve com-
pliance with the Clean Air Act: 

(1) Follow best pollution prevention prac-
tices by depolluting scrap materials before 
they enter the shredder; 

(2) Estimate an hourly annual VOC emis-
sion, using appropriate available test data 
from similar facilities. If estimated total 
annual or hourly VOC emissions are below, 
but near the RACT or NSR/PSD thresh-
olds for your area, consult with EPA or the 
state environmental agency and consider 
conducting a performance test to measure 

actual VOC emissions and to develop a 
facility-specific emission factor; 

(3) If estimated emissions are over the 
RACT or NSR/PSD thresholds, contact EPA 
or the state environmental agency to discuss 
a path forward. In some cases, the installa-
tion of capture and add-on pollution con-
trols may be required.

Automotive recyclers typically evacuate 
fluids as part of a depollution process prior 
to dismantling and crushing. The ARA Cer-
tified Automotive Recyclers (CAR) Program 
and affiliated certification programs require 
members to maintain depollution, fluid 
evacuation and disposal best-management 
practices as part of their general business 
and environmental standards.  ARA is mon-
itoring the impact that this increased scru-
tiny may have for the industry. 

Renew or Apply for ARA’s 
Certification Program Now!

If you are participating in the Certified 
Automotive Recyclers (CAR) Program 

or want to be – this is a great time to get 
your audit completed. This year is a self-
audit year so why not get it finished sooner 
rather than later? All audits are now com-
puterized. Please email Sue Schauls at sue.
schauls@gmail.com to order and receive 
your record. New important HVVD 
protocols are in place. 

Get a jump on your competition by certi-
fying first in your area. It is a distinguisher 
between you and other auto recyclers.

Guidance information is available at 
https://aracertification.com/ and https://
arauniversity.org/ or by emailing Sue 
Schauls.  
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One of the projects I get to work on in 
my role at ARA is producing video 

facility tours. Let me explain how this 
came about. Each time I go to a city for an 
industry show, I always try to build time 
into my schedule to visit recyclers – both 
ARA members and non-members. After the 
76th Annual Convention in 
Charlotte, I accompanied a 
group of recyclers from the 
UK and Poland, where we 
toured several facilities in MI, 
SD, and IA. It was an amazing 
tour of very diverse facilities. I thought to 
myself, everyone needs to visit them!

Last year, when the decision was made 
to pivot the convention to a virtual format, 
“ARA EDGE 2020,” I suggested that we 
maintain the facility tour, a highlight of the 
in-person ARA Convention – but make it 
virtual, too. We filmed a tour of B&R Auto 
Wrecking, viewable at ARAUniversity.org/
facility-tours, creating an experience that 
would closely replicate being there first-hand. 

We also wanted the tour host to be an 
auto recycler who would know what to ask 
and what to highlight. Immediate Past Pres-
ident Jonathan Morrow volunteered for the 
job and it was perfect. Three installments 
of the tour aired during ARA EDGE 2020, 
with each one followed by a live online 
Q&A with myself as moderator, Jonathan, 
and Jeff Mackie from B&R. We struck gold 
and received tons of positive feedback.  

We have since produced a tour featuring 
Wilbert’s U-Pull-It in Williamson, NY, and 
Nordstrom’s Automotive in Garretson, SD, 
also found on ARAUniversity.org. 

Finding the Magic
As I have toured more and more facili-

ties, I have begun to see some commonal-
ities that run through the successful oper-
ations I visit. And it didn’t matter if they 
were full-service, self-service, or a hybrid, 
these traits existed. 

Pulse
By Vince Edivan

Although I could list 
more, I have compiled 
a list of five of the most 

common traits I have seen at growing, pro-
gressive, successful businesses. They are 
common sense, but if it’s on this list, it’s 
because I’ve also been to places where these 
traits didn’t exist and you could tell the dif-
ference. They are:

• Everyone can press pause. This is the 
practice of empowering any employee, at 
any time, to press pause in the process. This 
is critical and probably the biggest benefit of 
this is ensuring quality. 

When someone in the shipping depart-
ment can stop the process because they just 
noticed a broken tab on a headlight, then 
you just avoided having an upset customer. 
Sure, they may be a little upset if you have 
to delay the part delivery, but not as upset 
as they would have been for receiving a 
bad part. If your employee is more con-
cerned with upsetting another employee 
somewhere up the food chain than they 
are ensuring a quality part goes out the 
door, you may have a culture problem to 
address. Everyone should be able to stop the 
machine for the right reason.

• Listen to the employees. I know this 
sounds elementary, but this is more than  
just taking time to hear them when they 
talk. This is asking them to contribute.  
If you haven’t already watched the virtual 
facility tour of Nordstrom’s, you should. 
There are a few instances where Shannon 
Nordstrom talks about a process, or part of 

5 Common Traits I See in Successful Auto Recyclers

Vince Edivan is ARA’s Director  

of Member Relations. In his role,  

he represents ARA at state industry 

events, working to connect with 

current and potential members. 

a process, that came from listening to the 
employees who do the job. The employees 

doing the work can often bring the 
best ideas about the environment 
that they work in.

• Fix the problem now and fix 
it right. Band-Aids are meant to 
be temporary. Very temporary. The 
truth is, if you don’t fix the problem 
quickly, correctly and thoroughly, 
you will deal with the direct or indi-
rect consequences for a long time. 
Do not create a culture of “work 

arounds.” When you encounter a problem, 
spend the time getting to the root cause and 
install a process that will prevent it from 
happening in the future, while maintaining 
the integrity of the workflow.

• Look at each department as its own 
business. This is a quote from Mike Gagel, 
at Gagel’s Auto Parts in Riverview, FL. This 
approach ensures that you can measure, 
isolate, evaluate, adjust, and improve per-
formance across all departments.

• Don’t create rules or processes for 
the exception. Before you evaluate and 
solve a problem, ask yourself how often 
the problem occurs, and what is the cost 
of dealing with it. Sometimes it’s better to 
leave it alone and count it as an accept-
able loss. Knowing when not to act is as 
important as knowing when to act. 

One more commonality that all these 
facilities have is that they are active in the 
industry through membership and support 
of ARA, and their state affiliate chapters. 

If you are interested in learning how you 
can improve your business, I encourage 
you to watch the facility tours we have 
produced. You can also reach out to ARA 
to ask about our Peer-to-Peer Mentoring 
Program. It has also had great success! But 
that is for another column.  

The next installment of facility 
tours that is launching on 
ARAUniversity.org is an insider 
view of Nordstrom’s Automotive. 
Find it on the “Facility Tours” page.
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By Marc Hansen              Podium

How to Ask for Referrals That Make Your Reputation Shine

When it comes to growing your com-
pany’s credibility and profit, happy 

customers are your secret weapon. From 
stronger brand loyalty to more repeat 
spending, their buying habits can directly 
contribute to your business growth. Per-
haps one of the best characteristics of a 
satisfied customer is their willingness to 
provide the referrals you need to grow.

Learning how to ask for referrals can be 
your fast track to a better bottom line. Not 
only is it a low-cost marketing tactic, but it 
creates big results. One study found that, 
of the companies that implement a referral 
strategy, 71% saw higher conversion rates 
and 59% saw a higher lifetime value per 
customer.

How to Ask for Referrals
No matter how long a customer or client 

has been with your business, it can still feel 
awkward to ask for a referral. You may 
be worried about your referral request 
sounding pushy, or you simply don’t want 
an existing customer to feel like they’re a 
marketing tool.

However, landing a successful referral 
isn’t as difficult as it may seem. Texas Tech 
University found that 83% of satisfied 
customers are open to providing referrals. 
And they will if you have a solid game plan 
for asking them.

1. Identify your most loyal customers.
Sending direct asks to your entire customer 
base can be a waste of valuable time. Just 
as you need to narrow down your audience 
for day-to-day marketing materials, you 
need to target the potential referrers who 
are most likely to take action.

To start, think about which customers 
already have a strong relationship with 
your business. 

Ask yourself:
• Who is a returning customer?
•  Who consistently engages with my 

marketing emails?

•  Who has left an online review in the 
past?

The best customers to target are those 
who know the value your business pro-
vides, especially if they’ve already proven 
to be advocates in the past.

2. Personalize your message. Whether 
you’re speaking face-to-face or sending an 
email, you don’t want your customer to 
feel like they’re receiving the same pitch as 
everyone else. Your best customers deserve 
a more personalized message, so toss aside 
your scripted email templates.

The content of your ask should include 
more than a request. Tie the ask into a 
message your customer finds value in. For 
example, when emailing a current client, 
an auto recycler may lead with information 
about new inventory. Then the content nat-
urally transitions to the referral request. 

To increase the likelihood of getting a 
customer referral even further, many busi-
ness owners will also offer an incentive 
(such as a gift card, store credit, or dis-
count) with the ask. 

3. Ask at the right time. Even if a cus-
tomer has had great experiences with your 
company in the past, they probably aren’t 

as excited about the brand six months after 
their last purchase. You want to catch your 
potential referral sources immediately fol-
lowing a good experience.

As an example, a tire repair shop may 
send a text message to ask for a referral 
right after a customer’s most recent 
appointment.
Improve Results with Online Reviews

Word-of-mouth referrals may lead to 
high conversion rates, but you need more 
than traditional referrals to really grow. If 
you want to speed up results and get new 
customers faster, you can add an online 
review management tool to your referral 
strategy.

Online reviews are testimonials that can 
reach thousands of people at once and 
influence their decisions. When you start 
making it a priority to capture, monitor 
and respond to your glowing reviews, you’ll 
speed up your progress even more.   

Marc Hansen, Director of Strategic 

Marketing, is a marketing leader at 

Podium, the premiere messaging 

platform that connects local 

businesses with their customers. 

Learning how to ask for referrals can be your fast  
track to a better bottom line. Not only is it a low-cost  
marketing tactic, but it creates big results. 
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Both codes returned immediately. This was 
done several times and each time had the 
same results. Feeling confident that there 
was not an external problem in the wiring, 
he installed the internal harness and sole-
noids that was being used in the test. But 
once the vehicle was started, he had the 
same codes come up immediately.

Checks were then made with all the 
wiring from the transmission to the com-
puter and all was well. The battery system 
was finally checked but all seemed well 
there as well. Since he had used the battery 
ground directly with the external solenoids 
successfully with his testing procedure, 
he decided to run a ground wire from the 
negative post of the battery to the trans-
mission as seen in Figures 2, 3 and 4. 
Although the voltage drop test done on the 
negative battery cable checked perfectly 

A 1997 Hyundai Tiburon came to a 
shop in Chicago with codes P0743 

(TCC Solenoid circuit fault) and P0747 
(Pressure Control Solenoid “A” circuit 
fault) stored in memory (Figure 1). This 
vehicle uses an A4BF1 transmission and 
was not in limp mode. The “MIL” was 
illuminated with no apparent driveability 
complaints.

As a time-saving procedure (so he 
thought), the tech unplugged the sole-
noid connector and attached a complete 
internal harness and solenoid assembly 
“externally” using the battery as a ground 
(These solenoids are power side controlled 
and are grounded to the transmission). 

He erased the codes and started the 
vehicle. Neither one of the codes returned. 
He then reattached the vehicle harness to the  
transmission connector and started the car. 

Expert
Fundamentals or Forgetamentals Part 4

Hyundai
False Solenoid Electrical Codes
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By Wayne Colonna       ATSG President

Figure 1 Figure 2

Figure 3 Figure 4

fine, there was an apparent path to ground 
issue with the transmission. Since this 
ground cable fixed the problem, no fur-
ther investigations were made to locate the 
compromise in the ground path. This was 
an odd problem indeed. Although checking 
the battery system wasn’t part of the initial 
diagnosis, even if it were, this would not 
have been so quickly discovered. Yet it is 
another testimony in the importance of 
power and grounds.  

Wayne Colonna has been with the 

Automatic Service Group for over 

30 years. As President of ATSG and 

Director of Quality at ETE REMAN, 

Wayne is helping to usher the transmission 

industry to the highest of standards. When he’s 

not at ETE in Milwaukee, he can be found with his 

wife in Miami taking her out to eat, playing Spanish 

guitar, or maybe enjoying a bottle of fine wine.
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Metal
By Maura Keller

Scrap Metal Market Remains Strong 

T he shortage of lumber has made head-
lines in recent weeks as manufacturers 

and homeowners alike grapple with trying 
to find much-needed material.

 The same can be said for steel as it faces 
short supply in the U.S., with prices surging 
and attention turning to the recycled metals 
marketplace.

CashForCars.com’s Thomas Hopkins 
said the U.S.’s steel and aluminum tariffs 
are having a direct effect on the increase in 
demand for these materials. 

As Hopkins explained, as many U.S. 
based steel mills were shut down during the 
pandemic, the supply of steel has not been 
able to catch up with the massive increase 
in demand. Since August of 2020, U.S. steel 
prices increased by 160 percent. 

“In order to meet this demand, the impor-
tation of steel and aluminum is becoming 
more common as the production of these 
materials in the U.S., is just starting to pick 
up,” Hopkins said. 

The tariffs on steel and aluminum are also 
harming many businesses as they are not 
able to remain profitable with the increased 
taxes on these materials. This effect can also 
be felt in the automotive industry. Electric 
cars are becoming more and more popular, 
but many are unaware that these vehicles 
take six times the number of minerals to 
produce than their combustion engine 
counterparts. 

“Metals, such as lithium and cobalt, 
are needed to produce these massive bat-
teries that EVs depend on. This trend has 
caused massive spikes in many metals, most 
notably lithium and molybdenum, with a 
91.4 percent and a 114.89 percent spike 
respectively, since the beginning of 2021,” 
Hopkins said. 

Bruce Slosse, president and chief executive 
officer of Vendavo, a global price optimiza-
tion and management solutions provider, 
said during lockdowns, workers were often 
told to stay home, typically meaning both 

primary production 
and dismantlers strug-
gled to keep up with production numbers. 

“For those that could produce at their 
usual rate, with reduced demand from their 
customers, they had to cut production when 
inventory levels ballooned,” Slosse said. 
“This is in addition to any issues that were 
caused by logistics and transportation cur-
tailments caused by the pandemic.” 

As the economic stress from the pandemic 
eases, it’s sometimes difficult to “restart” the 
workforce in tandem with either shortages 
or excesses of material required for produc-
tion. And again, transportation constraints 
remain as supply chains rebuild.

So how is this impacting the scrap metal 
market? Mike Petruski is a managing 
director with B. Riley Advisory Services. 
Petruski leads the firm’s Metals & Mining 
Advisory Services vertical in the valuations 
of ferrous and nonferrous metal inventories, 
fabricated metals products, and machinery 
and equipment assets. With more than 30 
years of industry specialization, Petruski 
has deep knowledge of international metals 
market pricing trends and works closely 
with asset-based lenders, investors, and 
private equity groups on complex, syndi-
cated ABL credit facilities and the valuations 
necessary to expedite such transactions. 

According to Petruski, in the short-term, 
prices for scrap should remain strong 
during 2021 with obsolete ferrous prices 
strengthening as mills use up prime sources. 
Additionally, due to some scarcity in prime 
from the manufacturing plant shutdowns 
earlier in 2020, obsolete scrap has seen 
increased usage in mills and should remain 
that way as long as the demand is strong 
downstream. 

The metals market status may also mean 
a widening of discounts from prime LME/
COMEX pricing for nonferrous materials. 
“The runaway pricing for nonferrous that 
we’ve seen this year, especially in aluminum, 

when you add in the Midwest 
transaction premium, almost 
certainly means the discounts 
for scrap will be higher than 
usual,” Petruski said. 

Pandemic impacts aside, there are other 
issues at play, affecting the scrap metal 
market. One issue is quite simple – cars are 
on the road longer, meaning less feedstock 
for shred. 

“Also, the continued electric arc furnace 
(EAF) expansion means more scrap demand 
in the near future and the decarbonization 
of mills – less integrated mills in the future 
means more consumption of scrap for 
EAFs,” Petruski said. “Additionally, China 
has re-entered the world market and is 
now importing ferrous scrap and loosened 
restrictions around importing nonferrous 
scrap so the export market continues to be a 
draw for material.” 

While there is a shortage of metals in the 
short term, Petruski said it should balance 
out heading into the future. Steel demand 
for automotive, including over-the-road 
trucks and trailers, RVs, appliances and 
infrastructure construction is expected to be 
strong domestically through 2021. 

“That, paired with high demand of 
export scrap from Turkey and India for 
heavy melting steel (HMS) and shredded 
scrap, has caused a scarcity of supply in the 
market. All the manufacturing industries are 
playing catch up on supply. When demand 
returns, then we will see supply balance,” 
Petruski said. However, future shortages 
could come into play with added electric arc 
furnace capacity. The mini-mills like Nucor 
and Steel Dynamics operate EAFs that 
primarily consume ferrous steel scrap unlike 
the integrated mills with blast furnaces that 
require coke, limestone and ferrous scrap 
(or DRI or HBI). 

“Today over 71 percent of domestic 
steel production comes from EAFs but the 
amount of good ferrous manufacturing 
scrap, busheling, has not kept up with 
demand,” Petruski said.
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In Hopkins’ opinion, the scrap and metal 
prices will continue to increase until U.S. 
steel production meets demand, or the tar-
iffs on steel and aluminum are reversed. 

“Tariffs are having the opposite effect of 
their intended purpose. Increased demand 
in these materials is pushing businesses to 
import finished goods created from steel or 
aluminum rather than manufacturing them 
in the U.S. to avoid the tariffs,” Hopkins 
said. 

For the scrap metal market, the future 
is very bright overall. As Hopkins pointed 
out, with recent trends in green energy, 
consumer shifts towards products made of 
recycled materials, and the rising prices of 
non-recycled ferrous and nonferrous metals, 
manufacturers will start turning towards 
recyclable scrap material to meet their pro-
ductivity demand. 

This is especially true for electric vehicle 
manufacturers who are purchasing mas-
sive amounts of very expensive materials,” 
Hopkins said. “We’re seeing the S&P 

GSCI Industrial Metals index rise by 17.5 
percent year-to-date, indicating that there 
is serious and sustainable growth in the 
metals industry, and in turn, the scrap 
metal and recycling industry.” 

Slosse added that the long-term impli-
cations are inherently tied to increasing 
demand for steel and copper especially if 
the current infrastructure bill becomes law, 
as well as other metals essential to the elec-
tric vehicle boom. 

“Primary metal production capacity will 
continue to increase, but due to these assets 
being capital intensive, investment will tend 
towards reducing risk – a bit slower than 
demand to ensure full asset utilization to 
meet return on investment and payback 
targets,” Slosse said. For recyclers, this also 
means the scrap metal markets will be in a 
good condition for strong prices, but they 
will need to have business agility to pivot for 
short-term, locally significant exceptions. 

“If your local market has new produc-
tion capacity coming online soon – either 

primary or smelting/recycling – plan accord-
ingly,” Slosse said. 

Recyclers should also keep in mind that 
the current shortage is probably more of a 
momentary supply issue from the impacts 
of COVID and the economy’s recovery. 

“The short-term shortage in some markets 
is due to transportation issues including a 
lack of trucks, railcars and shipping con-
tainers,” Petruski said. “But in the long term, 
with increased domestic capacity coming 
online from new EAF production, there may 
soon be a persistent scrap shortage from what 
the historical supply balance has been.”  
This article is reprinted with permission from American Recycler News 
magazine, which can be found at americanrecycler.com.

Based in Minneapolis, Minnesota, 

Maura Keller is a seasoned writer, 

editor, and published author, with  

more than 20 years of experience. 

She frequently writes about recycling and 

business-related topics for various regional  

and national publications.
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I believe trouble comes in bunches. There’s 
no such thing as luck, good or bad. We all 

have storms in our life. Some weather the 
storms better than others. By working hard 
and being honest, you’ll find that when a 
storm comes your way, you will always 
have the money, friends, and resources to 
see you through. Don’t count on luck to 
help you, and don’t bemoan it as the reason 
for problems.

Those things you set into habit are the 
things that guide you when the trouble 
comes. If you’re standing on firm ground 
through practiced moral principles and are 
developing sound business relationships, 
you’ll weather just about any storm that 
comes your way.

Four Steps to Growth
There are four simple steps in growing, 

improving or rebuilding a business. Most of 
your competitors just won’t get it. 

The first step is to recognize you have a 
problem. You have to see that there’s room 
for improvement. That’s where most have 
their downfall. 

Once you recognize the problem, the 
second step is to define it more closely. 

Opinion
By Ron Sturgeon

It’s Not About Luck – It’s the Plan!

Identifying, defining and addressing issues affecting your 
business are key steps prior to executing a plan that will 
help your business evolve in good times and bad.

Ron Sturgeon, speaker and author,  

regularly shares his expertise in 

strategic planning, capitalization, 

growing market share, and more, 

providing his field-proven and high-profit best 

practices. Reach him at 817-834-3625, ext. 232  

or email RonS@MrMissionPossible.com.

Once you’ve done that, then you devise a 
plan to address the issues you’ve defined. 

But the fourth and most difficult step is 
still in front of you: executing your plan. 
This part can be immeasurably painful 
because it requires a massive amount of new 
discipline. You’ll have to deal with a whole 
new sector of problems because you’re 
going to go beyond where you once were.

It is the Edge
The funny part is that nearly all your 

competitors won’t get it. Most know there 
is something amiss, the engine isn’t running 
on all the cylinders, and mama didn’t get her 
usual new car last year. They may even be 
piddling over a solution, but I can promise 
you they don’t have a plan. 

They haven’t committed anything to 
writing. It can be as simple as listing what is 
wrong, with the solutions, and a timeline for 
planning. Hopefully, you will use your oper-
ating metrics to identify the problems, and 
whether they are bigger than a breadbox or 
smaller than a car, and then to track your 
implementation of solutions. By looking at 
the metrics, you can see if you are making 
progress. 

So, if you do it, guess what? You win! 
They will be left behind. So, what are you 
waiting for? Remember only you can make 
business great! 

If you’re standing on firm 
ground through practiced 
moral principles and are 
developing sound business 
relationships, you’ll 
weather just about any 
storm that comes your way.
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Trending
Replacement Parts Showing Promise

By Ryan Mandell - Report from Mitchell International

1  Based on Mitchell Estimating Data
2  https://www.scmp.com/tech/tech-trends/article/3148576/chip-shortage-will-drag-some-time-chinese-ministry-

warns-country
3  https://www.ft.com/content/86336d38-6b89-4637-a2a5-3978d14fb324

The explosion of complexity in the 
automotive industry has led to myriad 

changes for collision repairers as it relates 
to technology and vehicle construction. 
The same explosion also represents addi-
tional revenue opportunities for recyclers. 
The average cost of repair has increased 
by 3.5% per year since 2015 with the 
majority of additional costs being asso-
ciated with parts replacement. Car parc 
changes, supply chain disruptions, and the 
increasing frequency of parts replacement 
all serve to benefit recyclers.

Parts Replacement Frequency
Complexity is an all-encompassing term 

that many use to refer to the rapid pace 
of change in the design, construction, and 
technology of new vehicles. Each of these 
factors contributes to the trend toward 
higher frequency of parts replacement. Pre-
vious articles have focused on lightweight 
materials and the lower rates of reparability 
associated with the metallurgical properties 
of each material type. The technology and 
design of modern vehicles have a tremen-
dous impact on repair vs replace decisions. 
A prime example is the change in bumper 
design from the 2013-17 Toyota Camry to 
the 2018-Current Toyota Camry. The 2017 
model year front bumper assembly was 
comprised of only 18 components with a 
gross OEM MSRP of under $1,000. How-
ever, the 2018 model year saw a marked 
change with a front bumper assembly that 
consists of 43 components with more than 
double the gross OEM MSRP (Figure 1).

The average number of parts replaced 
on a repairable estimate continues to rise 
year over year in addition to the average 
replacement parts cost (Figure 2). Recycled 
parts utilization continues to hold close to 
10% of total replacement parts cost, yet 
the average recycled parts spend is rising 
only nominally (2.5% in 2021YTD com-
pared to 2020 YTD) when compared to 

the increase in OEM spend (6.4% over the 
same time period) as well as aftermarket 
spend (9.8% increase)1. This trend suggests 
that recyclers have an opportunity to capi-
talize further on the trends toward greater 
complexity, higher rates of part replace-
ment, and parts price inflation.

Supply Chain Disruptions
The semiconductor shortage that has 

crippled automakers over the course of the 
past year appears to be accelerating in the 
wrong direction with further plant shut-
downs taking place throughout Asia and 
productions backlogs failing to be filled. 
There have even been reports of manufac-
turers in China hoarding supplies of semi-
conductors in an effort to artificially inflate 
the market price of their products2. Major 
OEMs like Ford and GM have announced 
further downward guidance to their pro-
duction forecasts for the remainder of 
2021 and even into the beginning of 20223. 
The lack of new vehicle supply has driven 
used vehicle prices to unprecedented levels. 
In many instances we are seeing specific 

year, make, model of used vehicles actually 
exceed historical prices. An analysis of both 
the 2014 Toyota Camry and the 2014 Ford 
F-150 show average used vehicle sales prices 
(and subsequently, average total loss market 
values) in August of 2021 exceeding the 
average sales prices from January of 2019.

The demand for used vehicles is at 
unprecedented levels and is resulting in 
more vehicles being retained and repaired. 
Total loss frequency declined in the first half 
of 2021 when compared to the same time 
period in the previous two years as a result 
of higher ACVs which means higher total 
loss thresholds (Figure 3). While the salvage 
pool may be somewhat diminished, the sales 
opportunities are conversely increasing at 
the same time.

Car Parc Changes
It should come as no surprise that North 

American consumers are opting more for 
light trucks and SUVs rather than tradi-
tional passenger vehicles. Data from the 
last two years shows that over 70% of 
new vehicles purchased fall into the light 

Figure 1: 2017 Camry Front Bumper Assembly vs 2018 Camry Front Bumper Assembly
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Ryan Mandell is Director of 

Performance Consulting at 

Mitchell International. He engages 

with auto insurance carriers to 

analyze claims data and identify opportunities 

for performance improvement. He also works 

with claims executives to develop action plans to 

optimize such opportunities and see them through 

to fruition, and provides continuing consultation to 

insurance carriers on the most up-to-date trends 

in the automotive industry. Prior, he worked at 

Autowrecking.com/B&R Auto Wrecking and with 

Precision Collision Auto Body.

truck or SUV categories. More trucks 
and SUVs on the road means more parts 
sales opportunities due to these vehicles’ 
higher ACV, lower frequency of total loss, 
and subsequently, higher average cost of 
repair. In 2021, five of the most commonly 
estimated vehicles were light pickups or 
SUV’s (Toyota RAV-4, Honda CRV, Ford 
F1-50, Chevy Silverado, and Nissan Rogue 
compared to only three out of 10 in 2019 
(RAV-4, Silverado, and F-150) .

It is critical for recyclers to understand 
the dynamics of the markets they serve 
and properly strategize salvage purchasing 
decisions that coincide with changing con-
sumer vehicle preferences. When comparing 
a model year 2018-21 crossover SUV to a 
standard size sedan from the three major 
Asian import automakers, Honda, Nissan, 
and Toyota, we see a clear difference in both 
the average number of replacement parts 
written and the average total replacement 
parts cost (Figure 5). The potential exists for 
higher parts sales for crossover SUV’s com-
pared to traditional sedan counterparts.

Recyclers with a solid strategy for max-
imizing their inventory will be afforded a 
marketplace ripe with opportunity. With 
a car parc increasing in complexity and 
shifting towards vehicles that are costlier  
to repair, there has never been a better 
time for recyclers to capitalize on sales to 
the collision industry. Especially with the 
supply chain still in flux, both repairers and 
insurers are looking for ways to insulate 
themselves from further disruption, ensure 
healthy bottom lines and cycle times, and 
provide the vehicle owner with the highest 
quality outcome. Recyclers are poised for 
growth as a consistent and reliable source  
of collision replacement parts. 

Figure 2: Average Number of Replacement Parts and Average Replacement Parts Cost

Figure 4: U.S. Total Loss Frequency

Figure 3: Average Number of Replacement Parts by Make

Figure 5: Crossover SUV vs Sedan Average Replacement Part Amount and Average Replacement 
Part Count
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Certified
By Sue Schauls & ARA Compliance Committee

Head in the Right General Direction  
for Compliance through Certification
Verify that your auto recycling business is  
adhering to very practical General Business  
Standards set forth for certification through  
the Certified Auto Recyclers program.

C ertification is simple but not easy, to 
paraphrase the late Zig Ziglar. The 

simple part is that the standards have been 
laid out in a straightforward manner. The 
standards are easy to understand and easy 
to track with the new online system (visit 
aracertification.com). The easy to track 
part was an important goal of the ARA 
Certification Committee to address the 
roadblock of not being able to easily start 
and stop working toward certification. The 
new Compliance Checkpoint system has 
completely obliterated that issue. 

The most surprising thing for potential 
participants that are interested in achieving 
certification for the first time is that they 
are much closer to the goal than they may 
realize. Why? Because businesses that con-
sider themselves progressive and proactive 
usually follow guidelines from OSHA, 
state and local regulators. This is most of 
the work to get certified. 

Certification will be the thing that sets 
recyclers apart in the future economy 
of auto parts. So, breathe easy and let’s 
address the “low hanging fruit” first! 

General Business 
Standards

The first nine General Business Standards 
are tried-and-true common sense criteria 
that sets a professional auto recycler apart 
from the junkyards. Yeah, I said it. 

2.01 Customer Parking – Is customer 
parking separate from the vehicle holding 
area with adequate grading and drainage? 
Photo Required

2.02 Sales & Reception area – Is this 
clean and organized? Photo Required

2.03 Signs in good taste – Are signs/
pictures in reception area in good taste and 
of a positive tone?

2.04 Department of Labor – Is the 
required Department of Labor Employee 
Information Signage posted? Photo 
Required

2.05 Building & Property Mainte-
nance and Appearance – Are buildings 
and property well maintained? Attach a 
photo of the outside sign and/or building. 
Photo Required

2.06 Salvage Vehicle Storage – Is Sal-
vage Vehicle Storage Safe and Organized? 
Photo Required (Two Views)

2.08 Licensed Delivery & Recovery 
Vehicles – Is a professional image main-
tained with licensed and presentable 
delivery and recovery vehicles?

2.13 Pest control for mosquitoes and 
rodents is managed through preventive 
maintenance – There is no wrong answer 
to this question. The control of pest is not 
required but can improve public percep-
tion of an auto recycling facility. Beware 
that the use of professional grade poison 

can also create compliance and health 
issues.

2.14 No open burning is practiced at 
the facility as prohibited by State law.

Basics Standards
The next five General Business Standards 

were brought forward from the customer 
service-related ARA Gold Seal Program. 
The ARA Certification Committee felt that 
these standards had moved from “above 
and beyond” to basic requirements of a 
professional auto recycler. 

2.07 Parts storage systems is  
well maintained, orderly, and clean.

2.09 Does the facility maintain  
compliance for local ordinances,  
such as city license or permits?

2.10 Does the facility maintain  
general liability insurance with a min-
imum of $2 million limit per occurrence 
for property, bodily and personal injury?

2.11 Does the facility have proof 
of ownership of all vehicles in their 
possession?

2.12 Has the facility reported all VINs 
to NMVTIS within 30 days or state law 
timeframe? Provide the NMVTIS Last 
Report Date in the system. 

That’s it. Take six facility photos and 
verify that your auto recycling business is 
adhering to very practical General Business 
Standards set forth for certification through 
the ARA Certified Auto Recyclers program. 
Order a new CAR Certification record at 
ARAUniversity.org/product/certification- 
record-car-gs/ and get started today.  
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The most surprising thing 
for potential participants 
that are interested in 
achieving certification for 
the first time is that they 
are much closer to the goal 
than they may realize. 
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Safety culture, safety culture, safety 
culture. It’s a well-covered topic. We all 

know it’s important. But how do we take 
actual steps to make things happen?

I’ll be honest here, it’s not like you can 
wave a wand, think good thoughts, and 
your magical safety culture will flourish. 
Building a strong culture of safety in your 
organization takes dedication. While it may 
not be magical, it’s not impossible. And 
we’ve got some actionable steps you can 
take to get yours to take root.

1. Build Your Team: Build a team com-
prised of employees in varied roles to help 
bring your safety culture to life. As a best 
practice, build that team out of those who 
volunteer to help. If you’ve got a team of 
“volun-tolds” they might not necessarily be 
motivated to stay committed to the cause. 
Consider, too, that if an employee is taken 
off a particular job to be on the safety cul-
ture team, be sure you’re paying them for 
that extra time.

When building your team, find out if 
any workers have specialized experience 
or experience that could benefit the team 
as you set out to hone your safety pro-
gram success. For example, if you have a 
technician who used to work as a forklift 
operator, they could be a great resource 
explaining generally what your forklift 
training program should focus on. Or, let’s 
say someone was previously a firefighter. 
They might have some really good general 
knowledge to share on workplace CPR and 
first aid.

2. Establish Priorities: Once you’ve 
assembled your team, it’s all about estab-
lishing priorities, identifying hazards, and 
discussing risk mitigation strategies.

Start by assessing the probability and 
severity of those hazards. Once you have a 
sense of how likely something is to happen, 
you can start to prioritize as a team.

For example, let’s say we’ve identified a 
car falling off a lift as a risk. The probability 

of it happening may be low, but the severity 
could be catastrophic, so this may very well 
become the number one priority.

Another priority may be reducing the 
number of slips and falls on the shop floor. 
Also, perhaps you had a forklift accident 
occur once and a bunch of hand-tool 
errors.

Now that you’ve got a running list of 
hazards it’s time to assign them each with a 
grade.  We call this a Risk Assessment.

A risk assessment is an examination and 
evaluation of hazards present in a work-
place. It’s the process of cataloging and 
classifying the various machines, equip-
ment, operational procedures, employee 
behaviors and habits, working conditions, 
and other potential factors that could cause 
people harm. 

3. Build Your Strategy: Ok, you’ve 
assessed your risks and figured out which 
ones you want to tackle first. Next, it’s time 
to focus on pre- and post-mitigation 
strategies.

Both pre- and post-risk mitigation 
focus on risk severity (acceptable, 
tolerable, undesirable, intolerable), 
risk likelihood (improbable, pos-
sible, probable), and risk level (low, 
medium, high, extreme).

Between pre- and post-mitigation 
lies an important step: Identifying 
the department(s) involved and  

mitigations, warnings, and remedies. Let’s 
talk slips and falls as an example.

The pre-mitigation risk severity is tol-
erable. The risk likelihood is probable. 
And the risk level is medium to the service 
department.

To decrease the risk, perhaps you’ll want 
to increase floor inspections to three times 
a day. By doing so, the post-mitigation risk 
severity is still tolerable, but the likelihood 
has moved from probably to possible, and 
the risk level remains medium.

Now, let’s use a car lift accident as an 
example.

The pre-mitigation risk severity is intol-
erable, the risk likelihood is possible, and 
the risk level is high.

But, by instituting mandatory auto-
motive training and contract lift inspec-
tion service, the risk likelihood drops to 
improbable once employees are trained 
and the lifts are deemed to be in good 

Safety
By Toby Graham

4 Actionable Steps to Get Your Safety Culture Off The Ground
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Toby Graham manages the 

marketing communications team at 

KPA, ARA's safety partner in ARA 

University. KPA facilitates several 

of the OSHA safety courses in the background for 

the ARA University platform.

shape. Therefore, the risk level also drops 
from high to medium.

For safety issues like forklift training, 
hand tool errors, practices such as insti-
tuting a forklift safety program and 
holding shop safety talks could be exam-
ples to risk severity, likelihood, and levels.

The bottom line: This can be a labor-in-
tensive process for the team, but by doing 
this, you’ll be in a better position to 
manage safety risks and your safety pro-
gram as a whole.

4. Walk the Walk: If you show up to the 
shop floor without safety glasses on, that 
sends a message that perhaps those safety 
glasses aren’t all that necessary on the 
shop floor. The next thing you know, the 
mechanics aren’t wearing eye protection, 
and an accident results in an eye injury. So, 
always “practice what you preach.”

Give employees responsibility and pro-
vide them with active ways to be involved 
in your safety program. Responsibility 
leads to accountability, and this is a critical 

point to focus on when it comes to safety 
engagement.

Here are a few suggestions to get you 
started:

•  Track the number of workers involved 
in developing safety procedures, and 
participating in tool-box talks, and 
injury investigations.

•  Ask employees for feedback on rea-
sonable safety goals ahead of safety 
meetings.

•  Look to see how many employees par-
ticipate in safety-perception surveys.

•  Ask for their input in developing 
task-specific job safety analyses/job 
hazard analyses on how to perform 
routine tasks safely.

•  Have them participate on accident 
investigation teams and help to identify/
implement corrective actions to elimi-
nate hazards.

These are also all examples of measur-
able leading indicators and can help make a 
safety program successful.

Use incentive programs based on 
leading indicators. Need some ideas?

•  Institute a “See Something Say Some-
thing” initiative.

•  Reward those who participate in a job 
safety analysis who identify the risks 
their specific tasks pose.

•  Start an anonymous safety glasses spot 
check. Teammates who are following 
the rules get a reward, such as lunch 
with the company president.

Whew! This is a lot of information to 
digest. But, we’re confident that if you 
invest in addressing these issues, you’ll 
improve and sustain a successful safety 
program.  
Reprinted with permission from KPA, ARA’s safety partner with ARA University.
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Charged
By Andy Latham

The Time is Now to Ask: Is Your Business EV Ready?

These parts sold will be differently  
and could require alternative handling  
and storage processes, especially  
manual handling due to the weight  
of some components.

Andy Latham is Managing Director 

of Salvage Wire. His desire is to 

highlight the professionalism in the 

vehicle recycling industry, increase 

knowledge and understanding, and keep everyone 

safe, ethical and profitable.

Over the next 10 years, the mix of vehi-
cles and of industry business models 

will change dramatically as more electric 
vehicles are produced, sold and used. This 
will lead to a massive cultural shift as 
all affected businesses adapt to the new 
normal.

Are you ready for this change? Are you 
thinking about this and preparing for the 
opportunities these vehicles bring? Or is 
this something that you view as a distrac-
tion to avoid until it is too late? Well, let’s 
look at some options to get you thinking 
ahead.

• Train all your staff to be aware of 
these vehicles. Consider adding specialist 
training for more technical roles, and pro-
vide all the required tools and personal 
protective equipment along with it. Build 
processes and best management practices 
in handling EVs. Download the Electric 
and Hybrid Vehicle Technology Guide at 
ARAUniversity.org under “Resources,” 
made available by the ARA. This all shows 
your staff that you are thinking about their 
continual professional development and 
their safety. It also retains good staff and 
increases opportunities to attract staff.

• Start purchasing hybrid and elec-
tric vehicles for your inventory, dismantle 
them, learn about them, sell the parts 

and replenish your inventory. These parts 
sold will be different and could require 
alternative handling and storage processes, 
especially manual handling due to the 
weight of some components; specialist 
delivery may be required along with extra 
training and certifications for staff who are 
assessing, dismantling, storing, and ship-
ping vehicles and parts.

• Set aside an area of your parking 
lot and install a couple of charge points 

that are available for customers, visitors 
and staff – choose an area where it will be 
very easy to add more charge points in the 
future. People will be looking for charge 
points, especially those who are unable to 
access a home charger because they do not 
have off-street parking or live in an apart-
ment. It could introduce your business to 
a whole new set of potential customers, as 
you work to meet the emerging needs of 

EV consumers. 
• Purchase an EV your-

self. It could be a personal 
vehicle or a delivery van for 
local operations used to pro-
mote your business.

Utilizing these ideas, and 
more, will build your repu-
tation as a business that is 
forward thinking, preparing 
for the future, environ-
mentally friendly, and give 
you a head start on the 
competition!

Changes in the industry 
could be coming along 

much faster than many expect. It is true 
that some countries have set dates to ban 
the sale of brand new internal combus-
tion engine vehicles, but more will happen 
before that to influence car-buying deci-
sions including local restrictions, taxation, 
incentives and the vehicle owners’ environ-
mental conscience.

Also, city governments could potentially 
impose restrictions such as a “zero emis-
sion zone” in your city center, preventing 
vehicle use unless they are electric; and 
governments’ taxation of internal com-

bustion engine vehicles 
using fuel tax and road 
charging are coming. 
Besides restrictions like 
these, incentives will be 
introduced to encourage 
the use of zero emission 
vehicles.

The other factor to con-
sider is the ever-increasing move to remove 
pollutants from internal combustion vehi-
cles. Some in the industry suggest that the 
introduction of Euro7 emission regulations 
in a few years’ time will add so much cost 
to vehicles resulting in ‘conventional’ vehi-
cles becoming more costly to purchase 
than electric vehicles. We will eventually 
get to that tipping point where it is less 
expensive to purchase electric vehicles.

The question for today is: Are you ready 
for this shift? And are you seeing this as an 
opportunity to grow your knowledge, your 
influence and your business? 

Contact Salvage Wire or EINTAC for 
details of high voltage training, tools and 
PPE, and let us get you onto that first step 
towards your future – visit salvagewire.
com and eintac.com.  

Follow ARA Electric & Hybrid Vehicle  

Training Standards before working  

on this vehicle.

 – Recycled Original Equipment ®

®

Vehicle contains a 

HIGH VOLTAGE 
BATTERY

The battery and all  
system components 

can be DEADLY 
if not properly handled

www.aracertification.com
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ONE PERSON’S SALVAGE 
IS ANOTHER’S 

One year in, Totaled Treasure is gaining popularity among YouTube viewers 
as its stories provide infotainment and comic relief on auto recycling. 
Interview by Caryn Smith 

Vince Edivan, Jonathan Morrow and 
Aaron Stone are the masterminds behind 
ARA’s Totaled Treasure, an Internet sen-
sation on YouTube and Facebook. Editor 

Caryn Smith of Automotive Recycling 
magazine talked with Vince and Aaron to get 

their insights on the show’s success thus far and what the 
future holds. 

Automotive Recycling magazine (AR): We are coming up 
on a year of production on Totaled Treasure is that right? 
Why don’t you tell us how Total Treasure came about. 

VINCE: This is a great story because there were two 
narratives working separately and the lynch-pin was Jon-
athan Morrow, who is a lifelong friend of Aaron. So the 
connection is between Aaron, Jon-
athan and myself and we all spent 
decades at the same church. So we 
knew each other already, and then I 
came to work in the industry. 

Industry awareness was always 
a topic of conversation when the 
ARA Executive Committee would 
meet. And so, it was always top of 
mind because my role with ARA 

is to be out front, traveling to recycling facilities, meeting 
members and non-members. So I’m always thinking about 
how we can broaden the perspective of the auto recycling 
industry for people who aren’t in the industry. 

One day I called Jonathan and said, “Hey, I’ve got an 
idea. I think I’m going to take my phone when I go to visit 
a recycling facility and ask their permission to go through 
some of their cars and see what I can find.” 

What I didn’t know was that Jonathan had been 
speaking to Aaron in their own conversations on this same 
idea. So all of us were conceptualizing it at the same time. 

AARON: One of my first jobs was working at M&M 
Auto Parts [Jonathan Morrow’s family-run auto recycling 
business] so I was aware of the industry, and my brother 
works in the industry. Now, I own Ultraviolet Media, a 

video production company.
I was talking to Jonathan about 

the lack of visibility of the industry. 
It’s such an amazing industry but 
the average person doesn’t know 
what it is, what it does, or how it 
can help them. So I said that we 
ought to film the cars that come in. 
You are always finding crazy stuff 
so let’s make a treasure hunt show 

As hosts of the 
show, Stone and 
Edivan bring the 
zany chemistry to 
Totaled Treasure.
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for YouTube. The analogy for our idea was similar to The 
Deadliest Catch. Most people didn’t know about crabbing 
before that show but now there is such an awareness and 
appreciation, and it’s done a lot for that industry. So I said, 
let’s make content that is not only entertaining, but also 
brings people into the world of auto recycling and they get 
to see it. 

After we pitched it to ARA, it was decided that Vince 
and I should work on it together. 

VINCE: We both knew that our chemistry was going to 
be effective. But I don’t think we realized how fun it was 
going to be until the cameras started rolling. 

AR: So the mission is to build awareness of the industry 
while you guys have a good time? 

VINCE: Exactly. The word we use to describe it is 
‘infotainment.’ 

AARON: It is made to be entertainment, but it is 
important for us to put the industry in an accurate and 
good light. People want to watch it because it is fun – but 
it has a high value for the ARA because it is making people 
aware of what this world is and the difference it can make 
it their life, in the world and in the environment. 

AR: So we see the finished product but I’m sure there’s 
a lot that goes on behind the scenes. Tell us what it’s 
like to shoot an episode. 

VINCE: Before we get to that, I want to point out 
where Aaron is pulling double duty on Totaled Treasure. 
Everyone sees Aaron on camera, but he is also the creative 

mind behind Totaled 
Treasure. You have no 
idea how hard his brain 
is working because he 
is thinking in front of 
the camera but also 
what he wants it to 
look like for the viewer. 
I woud also point out how hard he works in creating the 
story while doing double duty. 

AARON: Thanks Vince. I’ll send you the money later. The 
show starts when we secure the location and we get an 
automotive recycling facility owner who wants to do it 
at their location. So, if someone is a member of ARA and 
wants to be part of the show, get in touch with us. We’d 
love to do it and honor these places and tell their stories. 

There are a couple of weeks of pre-production and we 
always try and schedule things a couple of months out. 
I find out what is unique about their location, what they 
do and the routines that they have that are unique. It is 
about finding those story lines that we can use to create 
the backbone of the show. I also create a loose outline 
and a loose script. We know where we are going and who 
we are meeting, but we have no idea what we are going to 
find. That is all real.

We have a three-day shoot so we usually do what we 
call the “big search” on the first day so that we have a day 
and a half to come up with an ending. We don’t usually 
have an ending planned and that is important to make the 
show feel alive.  

Top: Aaron Stone, 
Keith Smith from  
Cocoa Auto 
Salvage, and 
Vince Edivan are 
preparing for the 
treasure hunt 
at Cocoa Auto 
Salvage in Cocoa, 
FL. 

Bottom: “Are those 
Uggs?” exclaims 
Shan McMillon, 
owner, as the 
team presents the 
treasure findings. 
Response:  
”Yes, they are  
my favorites;  
it’s like walking  
on clouds.“ 
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VINCE: On the first night after the first day of shooting 
when we’ve done our big search, we usually will be having 
dinner as a crew and we will be talking through three or 
four different endings based on what we found that day. 
Like the show featuring Cocoa Auto Salvage where we 
found the Apple Watch. We didn’t know where we were 
going with that. But we powered it up, and found it wasn’t 
locked. We located the owner’s contact info and we sent 
that watch back to the owner. 

AARON: After we finish filming, we go home and then 
there are weeks of editing. As far as the crew goes, it’s Vince 
and I – and I’m usually directing – and we have one prin-

cipal photographer, but he’s also somewhat of an assistant 
director. We have an audio guy, editing guy and a marketing 
person, as well. And then Jonathan serves as executive pro-
ducer. It is a lean operation and scaled to a YouTube budget. 
Vince has been the heart of the project because of his passion 
and excitement for it, which comes across on screen.

AR: What is the feedback from recyclers? How are they 
using these videos? 

AARON: With social media we have a worldwide audi-
ence. Every new episode we’ve done keeps getting more 
and more reviews. It can only grow, which is great for the 
auto recycler.
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The team finds a 
dolphin skull in a 
truck at Robertson’s 
Auto Salvage, 
Wareham, MA. 
They learn from  
Dr. Greg Skomal, 
Marine Biologist, 
inset, that it is 
apparently illegal 
to possess one of 
these. They return 
it to the doctor for 
safekeeping.

While at M & M 
Auto Parts in 
Fredericksburg, 
VA, the treasure 
hunting team 
convince facility 
owner and series 
executive producer 
Jonathan Morrow 
(right) to put on 
a found eagle 
costume. And for 
some reason ... he 
complies. 
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VINCE: One of the biggest compliments we receive is that 
they are thrilled with the package. In fact, the biggest indi-
cator of success is that one recycler who participated sold the 
idea to another recycler for me. That’s the best thing that can 
happen: when your clients sell your product for you. 

ARA: Can you tell us about when you highlight the 
employees in the episodes? What does that mean  
to them? 

VINCE: One of the initial conversations that Aaron has 
with the recycler is that we need an individual who has a 
great character or is funny. It’s rare that the recycler only 
comes up with one name. It has been really great to do this 
because it makes these employees feel appreciated that the 
owner would want to highlight them as a main character 
in the operation. 

AARON: These aren’t just jobs, this is a career. A great 
career where you can work your buns off, make a good 
living and feel good about what you’re doing. And so 
that’s something we always want to have in the DNA of 
the show. That is an important element – showing these 
people and the pride that they have. We asked one guy, 
“What is best thing you ever found in a car?” and he 
replied, “My career.” 

ARA: What is the funniest thing that you’ve found that 
stands out in the episodes you’ve done? 

AARON: The easiest find for me to tell people about it is 
finding a dolphin skull in the back of a Dodge Ram. We 
don’t know what we are going to find. 

On a different show, I found a chair and a rug, so in my 
mind I thought I’m going to try and find an entire living 
room. But I don’t know if that is going to pay off or if we 
are going to have to scrap the whole thing. So we find a 
chair and then we find a table and I said, “If we can find a 
television, I’m going to lose it.” And sure enough we found 
one of those small portable televisions in a back of a van. 

VINCE: This was one of those totally organic, unscripted 
moments, when Aaron sees the television and he comes 
running by me, jumping up and down like a crazy person 
because he knew he had just completed the circle of this 
thing we are trying to put together. 

ARA: So what’s the plan for this next season of Totaled 
Treasure? 

AARON: We have enough content lined up to take us 
through the end of the year, starting with the new episode 
at the end of September. If you want to be the recycler we 
feature in 2022, we’d love to tell your story, have a lot of 
fun and put you in a great light. 

VINCE: We would also welcome sponsors. The more we 
can get sponsors involved, the more recyclers we can get 
involved because we can underwrite the expense through 
sponsorship. 

For more information about being a part of Totaled 
Treasure, as featured recycler or as a sponsor, contact 
Vince Edivan at vince@a-r-a.org.  

The fun never 
ends on the set of 
Totaled Treasure. 
Here, the team 
finds a cardboard 
present cutout, 
and Wilbert's 
employee Elias 
Rosario pretends 
to be a surprise 
popping from a 
fake present box.

In the inset, Stone 
has arranged 
a mini-living 
room from found 
objects, and they 
review that day’s  
bounty with Eric 
Wilbert, second 
from left.

The production 
crew – like the 
postal service 
– works rain or 
shine at Wilbert’s 
U-PULL-IT in 
Williamson, NY.  







TOGETHER WE 
SUCCEED

38 // September-October 2021 Automotive Recycling

A
N

N
U

A
L

 E
V

E
N

T

D
al

la
s:

 iS
to

ck
ph

ot
o.

co
m

/d
ib

ro
va

Current events make it clear that auto recyclers must unite to succeed.  
The 78th Annual ARA Convention & Expo brings the industry together  

again to enjoy in-person networking, learning and strategizing. 
By Caryn Smith
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Automotive recyclers are good 
at many things auto related, 
but one area the industry 
excels at has nothing to do 
with vehicles. It has to do with 
industry collaboration.

Few industries can say that 
competitors come together 
annually and share best prac-

tices – even secrets to success – to benefit others. The 
“Together We Succeed” credo comes from a rich history 
(78+ years) of uniting to discuss and debate the future, 
where recyclers have gathered with the Automotive Recy-
clers Association (ARA) to challenge the status quo.

This year, auto recyclers are appreciating the oppor-
tunity to gather more than ever. In the history of ARA, 
only 9/11 completely canceled an ARA convention. That 
year there was no virtual option, yet life, business and the 
economy continued on despite the national tragedy. On 
this, the 20th anniversary year of 9/11, it is apropos that 
after a year-long mandated global shutdown that pre-
vented ANY assembling of ANYONE, that we all come 
back together for the 78th Annual ARA Convention & 

Expo, November 10-13, in Dallas, Texas. 
Last year with all industry events canceled, ARA made 

a historic decision to facilitate “ARA EDGE 2020,” the 
first-ever virtual convention and expo for the industry. 
The stellar training and exposition experience offered 
a much-needed lifeline to many recyclers and industry 
vendor businesses. (EDGE 2020 sessions are located on 
ARAUniversity.org, under Industry Training.)

ARA wants to thank those companies that sponsored 
and exhibited virtually last year (see page 9.) Without 
their support EDGE 2020 would not have been possible.

Yet, as beneficial as it was to hold the event online, 
everyone knows that nothing replaces an in-person gath-
ering for this giant industry family. 

“ARA is very excited to get the community back 
together in Dallas,” says Scott Robertson,  Jr., ARA  
President. “So much is happening simultaneously to 
impact the way we do business, it is vital we get back 
together to discuss what is coming. I am looking forward 
to co-facilitating another Recycler’s Roundtable to put 
these issues on the table and discuss strategies that will 
help us all thrive amid rapid change.”

Tackling Change Head-On
The time is now to embrace improved processes and 

new business models. Be “in the room” to discuss and 
learn from the industry’s brightest minds. With so much 
occurring across sectors, knowledge is vital to keeping up.

Industry companies and speakers are ready for the 
event. “We are excited for the upcoming in-person ARA 
event in November,” says Kirk Monger, Director of Sales 
for Hollander. “Technology did a great job keeping us 
all connected during the pandemic, but there is nothing 

Visit www.a-r-a.org/convention 

Thursday, November 11, 2021  
ARA Committees Meetings 
Tech Talks from 
 Buddy AI, Car-Part.com, Crush, 
 Hollander, Pinnacle 
Opening Keynote – The Evolving Automotive Industry –
 Tony Graham, Solera’s Executive 
 VP of Sales, Customer Success and Growth
Ribbon Cutting & Past President’s Reception 
 at Exposition Opening
   
Friday, November 12, 2021  
Advanced Driver Assistance Systems (ADAS)
The Future of Mobility: Recycling Converters,  
 Batteries, Sensors, ECUs & More
Using Your Data to Cultivate Leaders
Gain More Through Mentoring
How Consistent Customer Service &  
 Business Policy will Grow Your Profits
Environmental Ethos
HR 101: Finding, Hiring and Keeping Great People
The Coming World of Estimate Automation and  
 Making Sure Your Business Is Prepared
Succession, Sales and Yard Valuation
Leading Your Sales Team to Success
Lunch with the Exhibitors
TARA Member Meeting 
Networking & ARA Annual Awards Night Dinner              
   
Saturday, November 13, 2021  
Ladies of the Automotive Recyclers Association 
 Breakfast Meeting with Guest Speaker
Exposition Open with Breakfast 
Simple Safety Steps
Buying, Pricing and Inventory
Productivity
Recycler’s Roundtable with Lunch
The Future is Here: High Voltage Vehicles
Self Service - Seeing the Big Picture
Digitizing Parts Sourcing: Strategies for Optimizing 
 Your Business to Capitalize on the  
 Growth of Estimate Automation
EV Lithium Ion Batteries - The Economic Case for 
 Reuse vs. Repurpose vs. Recycle
Post Pandemic Work Culture
How to Succeed Together on eBay
Certification
Closing Keynote – From Ideas to Execution:  
 Creating an Action Plan for Growth –
 Heather Christie, Business Coach
Facility Tour and Networking at Fenix Parts and  
DFW Elite Toy Museum

AGENDA HIGHLIGHTS

NOVEMBER 10-13, 2021
DALLAS, TEXAS • SHERATON
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like being in person with our 
industry friends and catching 
up. We are also fortunate that 

we can share our own Tony Graham, Solera Executive 
Vice President of Sales, Customer Success and Growth, as 
the opening keynote speaker (above left). His session, the 
Evolving Automotive Industry, will detail the impact of 
technology on the vehicle life cycle.

Closing the convention is dynamic and leadership 
trainer keynote speaker Heather Christie (above right). 
Christie shares her passion for leadership through her 
company, Evolve Global, where she has attained Global 
Award-Winning Master Coach and Trainer, as well as 
Certified Executive and Leadership Coach and founding 
member of the John Maxwell Coaching team, among 
other notable achievements.

Her mandate from ARA is to guide attendees through 
the development of a post-event action plan from the infor-
mation gathered. 

“Have you ever left ARA’s Convention with so many 
ideas that you went from excited to overwhelmed?” asks 
Christie. “There will be no shortage of good ideas to grow 
your business. The key to realizing your ROI is to sift 
through all of those good ideas before you leave conven-
tion to find the one that will have the greatest impact on 
your business. Creating a simple action plan for your team 
is the best way to realize your ROI from the investment 
that you made to attend.” You don’t want to miss this 
session!

Andy Latham of SalvageWire tackles advanced training 
in two sessions: first, the impact of “Advanced Driver 
Assistance Systems (ADAS)” and then, “High Voltage 
Vehicles.” Andy is an educated expert on these topics, for 
one thing, as the author of the recently revised ARA Elec-
tric and Hybrid Vehicle Technology Guide (available free 
to Members at ARAUniversity.org). He notes, “ARA con-
ventions are where influencers and leaders gather to share 
time together and learn from each other!” 

As for his sessions, “Advanced Driver Assistance Sys-
tems (ADAS) are increasingly fitted to new vehicles,” says 
Latham, “and can range from simple systems like blind 
spot monitoring to very complicated lane keeping assist 
and smart cruise control. Full autonomy is still some years 
away, but each new model or upgrade brings this situation 
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much closer to reality. We will look at how they impact 
the repair process and opportunities for auto recyclers.”

“High Voltage Vehicles are very high risk,” says Latham. 
“I look forward to a discussion on how to stay safe when 
collecting, inventorying, storing and dismantling these 
vehicles and how to safely ship the high voltage parts to 
customers or final recycling.”

Shannon Nordstrom, chair of the ARA Certification 
Committee is joined by Sue Schauls in the “Environ-
mental Ethos” session which explores the practices of an 
environmentally conscious recycler. They de-mystify the 
process of compliance, ease of the new online certification 
process, and how most auto recyclers are already doing all 
the things needed to certify their facility. 

In “The Future of Mobility: Recycling Converters, Bat-
teries, Sensors, ECUs & More,” an esteemed panel from 
Umicore, Spiers New Technologies, Cox Automotive, and 
UCC explore this revolutionary vehicle technology. What 
does autonomous driving, connectivity, electrification of 
vehicles, and shared mobility mean for automotive recy-
cling? These companies are actively working on solutions 
that auto recyclers can learn from and leverage.

Speaker Ryan Mandell has worked in an automotive 
recycling environment prior to joining Mitchell Interna-
tional, and therefore understands how change impacts the 
recycler’s workflow. At Mitchell, as Director, Claims Per-
formance - Auto Physical Damage Solution, he explores 
the data and brings real understanding, and profit center 
ideas, to auto recyclers. His session, “Digitizing Parts 
Sourcing: Strategies for Optimizing Your Business to Cap-
italize on the Growth of Estimate Automation,” is guar-
anteed to help you navigate macro trends taking place in 
the auto insurance industry, namely AI, and how recyclers 

can put this data to use and best position their businesses 
to capitalize on the wave of automation that is on the 
horizon.

“By the year 2030, consulting firm McKinsey and Com-
pany estimates that over half of all auto claims functions 
will be replaced by automation” notes Mandell. “I’m 
excited to offer recyclers insights into the evolution of 
estimate automation in particular and how 
they can set themselves up for success in this 
environment. We’re going to attack this topic 
in two sessions; the first will share from the 
wealth of data we have access to at Mitchell 
and what this shift toward automation means 
for the industry as a whole. And the second 
will bring together leaders from insurance, 
collision repair, and recycling to get some first-
hand understanding of how each business is 
changing as a result of automation and how recyclers can 
maximize their profitability as a result of this change.”

In addtion to these education opportunities,  
ARA has planned another fun and informational activity 
for attendees – a Facility Tour at Fenix Parts and then 
networking, with dinner by Junior Cooley BBQ. The 
night continues with another fun tour at DFW Elite Toy 
Museum. This will be a night to remember!

Expo Explosion
On the show floor, meet with many quality vendors that 

are ready to share their innovations with attendees at one 
of the largest industry expos around! (See page 43.)

One sponsor sums up what most are feeling. “After 
missing everyone last year, we are most excited to catch up 
with our customers that we haven’t see in person for a long 
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Caryn Smith is the editor of Automotive Recycling 

magazine, and has been covering the industry for 

over 20 years. She is a freelance writer for industry 

publications, such as Recycling Today.

time and make new connections with new suppliers,” says 
Cliff Hope, Senior Account Manager at PMR INC. “PMR 
believes strongly that our values and goals as a vendor 
are closely paired with ARA and its continued mission to 
educate and lobby government on the behalf of its mem-
bership. We chose to sponsor organizations that share a 
similar vision.” 

Echoing those sentiments, “With how this last year or 
so has panned out, we think it’s important now more 
than ever to support the industry as well as get some face 
time in with our great partners,” says RueDee Mikovich, 
VP, Strategic Partnerships at Peddle, Get Used Parts. “It’s 
important for us to sponsor ARA as they directly support 
and advocate for auto recyclers of this industry whom we 
also value and support through our own business.”

Whether for the sessions, networking or finding new 
business relationships at the expo, ARA’s Executive 
Director Sandy Blalock just wants you there – for your 
ultimate benefit. 

“This year, we really want auto recyclers to see far-
ther into the future than the day-to-day, or even the year 
ahead,” says Sandy Blalock. “Our industry needs to 
embrace what is coming and change accordingly. There 

are really no excuses for not knowing what is ahead, when 
opportunities like ARA’s annual convention exist to share 
this information. ARA is there every step of the way to 
help auto recyclers who want to advance their business. 
We hope recyclers take advantage of them.”

It Is Not All Work
From the Past President’s Reception at the opening night 

of the Exposition, to the final event – the Facility Tour, 
with the Annual ARA Awards Dinner in between, there is 
plenty of time for networking, conversations and meeting 
new people. There is so much for everyone, so bring your 
team too! In fact, ARA is hosting a “Tag Your Team Swag” 
contest, encouraging companies to dress out in their com-
pany attire as a team. Chosen winners get great prizes. See 
the ARA website for more details!

Registration and hotel accommodations links are avail-
able at www.a-r-a.org/convention.html.  
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GO EXPO!
Excitement mounts as the auto recycling industry  

prepares to network at the ARA Exposition,  
a highlight of the annual convention.  

Check out these industry vendors attending!

Advance Tire Inc. 
Booth # 321
1000 Rike Drive
Millstone Twp, NJ  08510
Tel: (800) 445-6647
Contact:  Jerry Bruner
jerrys@advancetires.com
www.advancetires.com 

AER Manufacturing
Booth # 509
P.O. Box 979
Carrollton, TX  75006
Tel: (972) 417-2580
Toll Free: (800) 753-5237
Contact: David Walker
davidwalker@aermfg.com
www.aermanufacturing.com 

Al-Jon Mfg. by C&C Machining  
Booth # 520
15075 Al-Jon Ave
Ottumwa, IA  52577
Tel: (641) 670-0541
Fax: (641) 682-6294
Contact: Curt Spry
curt.spry@candcmfg.net
www.aljon.com 

Arrowhead General Insurance 
Agency, Inc./Aftermarket 
Program
Booth # 524
6900 College Blvd., Ste. 1000
Overland Park, KS  66211
Tel: (913) 312-2817
Toll Free: (888) 240-8803
Fax: (877) 284-6170
Contact: Karen Mynsted
kmynsted@arrowheadgrp.com
www.arrowheadyz.com 

ASSOCIATE SPONSOR
Auto Data Direct, Inc.
Booth # 511
1830 East Park Avenue, Suite 1
Tallahassee, FL  32301
Tel: (850) 877-8804
Toll Free: (866) 923-3123
Fax: (850) 877-5910
Contact: Jay Svendsen
marketing@add123.com
www.add123.com 

Automotive Recyclers 
Association
Booth # 415
9113 Church Street
Manassas, VA  20110
Tel: (571) 208-0428
Fax: (571) 208-0430 
Contact: Sandy Blalock
sandy@a-r-a.org
www.a-r-a.org 
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Axe Payments
Booth # 715
530-B Harkle Rd., Ste. 100
Santa Fe, NM  87505
Tel: (877) 429-3729
Contact: Sabbato Avello
savello@getaxepay.com
www.getaxepay.com 

Brock Supply
Booth # 527
2150 E. Rio Salado Pkwy.
Tempe, AZ  85281
Tel: (480) 968-2222
Fax: (800) 889-0431
Contact: Chris Walsh
cwalsh@brocksupply.com
www.brocksupply.com 

Buddy Automotive 
Innovations
Booth # 615
16 Via Maria Theresa
Manitou Springs, CO  80829
Tel: (727) 612-0229
Contact: Julie Cain
julie@buddyai.com
www.buddyai.com 

Burco Inc
Booth # 408
2936 S Wilson Ct
Grand Rapids, MI  49534
Tel: (616) 340-9080
Contact: Morgan Mervenne
morgan@Burcoinc.com
www.burcoinc.com 

Carolina Wheel Cover
Booth # 814
3551 Hwy. 51 N
Ft. Mill, SC  29715
Tel: (803) 548-7188
Fax: (803) 547-8969
Contact: Chris Baratta
carolinawheelcover@gmail.com
www.ineedahubcap.com 

DIAMOND SPONSOR
Car-Part.com
Booth # 325
1980 Highland Pike
Fort Wright, KY 41017
Tel: (859) 344-1925
Fax: (859) 344-1954
Contact: Roger Schroder
roger@car-part.com
www.car-part.com 

CashForCars.com
Booth # 515
81 Apollo St
Brooklyn, NY  11222
Tel: (347) 728-4024
Contact: Alan Schuster
alan.schuster@copart.com
www.cashforcars.com 

ASSOCIATE SPONSOR
CCC Intelligent Solutions
Booth # 522
8809 S Troy Avenue
Evergreen Park, IL  60805
Tel: (708) 606-9000
Fax: (312) 453-8760
Contact: Amy Kobel
akobel@cccis.com
www.cccis.com 

Commercial Forms Recycler 
Supply
Booth # 721
3191 S. Old US 21, Suite 100
Brighton, MI  48114
Tel: 810494-0964
Toll Free: (800) 233-0771
Fax: (888) 4416903
Contact: Brian Collins
brian@commercialforms.com
www.commercialforms.com 

SILVER SPONSOR
Copart
Booth # 513
14185 Dallas Pkwy., Ste. 300
Dallas, TX  75254
Tel: (972) 391-5759
Contact: Amanda Zmolek
amanda.zmolek@copart.com
www.copart.com 

Crow Environmental
Booth # 812
89 Fairview Lane
Staunton, VA  24401
Tel: (540) 255-4909
Contact: Mason Smith
msseq@comcast.net
www.crowenvironmental.net 

Crush Software
Booth # 625
2155 E 3300 S
Salt Lake City, UT  84109
Tel: (801) 355-3388
Fax: (801) 355-3497
Contact: William Short
bill@s3softwaresolutions.com
www.s3softwaresolutions.com 

Custard Core Supply
Booth # 607
3015 Hansboro Avenue
Dallas, TX  75233
Tel: (214) 631-4344
Contact: Matt Beddoe
matt@custardcore.com
www.ebay.com/str/custardcoresupply 

POWER PARTNER
eBay
Booth # 420
583 W. eBay Way
Draper, UT  84020
Tel: (801) 545-1851
Contact: Garff Fitzgerald
garff.fitzgerald@ebay.com
www.ebaymotors.com 

EngineQuest LLC 
Booth # 406
2580 N Commerce St
North Las Vegas, NV  89030
Tel: (702) 649-7776
Toll Free: (800) 426-8771
Fax: (702) 646-6777
Contact: Scott Stolberg
sjs@enginequest.com 
www.enginequest.com

ASSOCIATE SPONSOR
EZ Suite 
Booth # 608
1220 North Main Street
Mansford, OH  44906
Tel: (419) 747-0100
Contact: Alex Bechstein
alex@ez-route.com
www.ez-suite.com 

G-COR Automotive 
Booth # 623
2100 Refugee Rd
Columbus, OH  43207
Tel: (614) 603-5400
Contact: Jared Hund
j.hund@g-cor.com
www.g-corautomotive.com 

Global Refining Group
Booth # 815
618 Main Street
Kenbridge, VA  23944
Tel: (877) 257-1404
Fax: (844) 335-0652 
Contact: Iga Wolotowski
amber@grgwest.com
www.globalrefininggroup.com 

Make Plans to Attend!
Visit www.a-r-a.org/convention.html for all the details and to register. 
Sign up to exhibit at www.a-r-a.org/ara-78th-annual-exposition.html.
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Helluva Container 
Booth # 816
2007 Jack Nicklaus Dr.
Elk Point, SD  57025
Tel: (605) 356-2232
Contact: Nate Hinds
emily@helluva.com
www.helluva.com 

POWER PARTNER
Hollander, a Solera company
Booth # 609
700 N. 5th Street
Minneapolis, MN  55401
Tel: (763) 519-3231
Contact: Kirk Monger
kirk.monger@hollanderparts.com
www.hollandersolutions.com 

Hotlines Inc.
Booth # 507
427 E. Kanesville Blvd., Suite 403
Council Bluffs, IA  51503
Tel: (712) 388-0095
Fax: (816) 781-8297
Contact: Kevin Sanborn
kevin@hotlinesinc.com
www.partshotlines.co 

POWER PARTNER
IAA
Booth # 427
2 Westbrook Corporate Center, 10th Fl.
Westchester, IL  60154
Tel: (224) 217-2906
Contact: Nick Booras
nick.booras@iaai.com
www.iaai.com 

KBI  
Booth # 722
125 E. Commercial St
Anaheim, CA  92801
Tel: (714) 588-2699
Contact: Steven Kinsbursky
j_kinsbursky@hotmail.com
www.kbirecycling.com 

Lamb Fuels Inc.
Booth # 621
725 Main Street
Chula Vista, CA  91911
Tel: (619) 421-0586
Fax: (619) 421-0586
Contact: Kezin Parabia
kezin@lambfuels.com
www.lambfuels.com 

Lefort America
Booth # 526
10895 N.W. 50th St.
Sunrise, FL  33351
Tel: (502)709-2852
Contact: Michael Schultz
M.schultz@lefortamerica.com
www.lefortamerica.com 

MCI Cores 
Booth # 714
1431 Kingsland Avenue
St. Louis, MO  63133
Tel: 314725-2673
Contact: Mark Carr
mark@mcicores.net

Midwest Gas 
Booth # 421
58 S High St Ste B
Dublin, OH  43017
Tel: (904) 222-1174
Contact: Rusty Peery
laura@midwestgas.us
www.midwestgas.us 
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COVID 
ASSURANCE
You can rest 

assured, ARA 

is closely 

monitoring the 

situation in Dallas 

as well as CDC guidance to ensure the 

safest and most enjoyable experience for 

all attendees. ARA is working with the 

Sheraton hotel and wants everyone to be 

aware of the following guidelines:

•  There will be hand sanitizing stations 

positioned throughout the hotel.

•  If while in Dallas you develop COVID 

symptoms or discover you’ve been 

exposed to someone that tests positive 

for COVID and are required to quarantine 

based on CDC guidance, please do not 

attend the meeting. For a list of COVID 

symptoms, please visit the CDC website 

(https://www.cdc.gov/coronavirus/2019-

ncov/symptoms-testing/symptoms.html)

•  Non-immunized attendees are required 

to wear a mask while indoors and anyone 

else desiring to wear a mask should feel 

comfortable doing so.

•  Attendees are encouraged to maintain 

appropriate distance from others.

•  You are encouraged to purchase and 

take a Quick Test in advance of your 

arrival. These are normally sold in packs 

of two – so bring one with you should 

you need to test on-site.

•  Should you become concerned that 

you may have COVID while in Dallas, we 

will have a small supply of quick tests 

available and can provide one if you 

didn’t bring your own.

•  For those inclined, the CDC continues to 

recommend the COVID vaccine as the 

best way to prevent serious illness.

As the COVID-19 landscape continues 

to evolve, health and safety measures will 

be updated to provide the best business 

opportunities for those attending. If 

circumstances necessitate a change in our 

guidelines, updated information will be 

sent out.

We look forward to a safe and 

successful 78th Annual Convention & 

Exposition and are anxious to resume safe 

business and networking opportunities.
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Multimetco, Inc.
Booth # 612
1610 Frank Akers Rd.
Anniston, AL  36207
Tel: (256) 453-7821
Fax: (256) 835-1778
Contact: Robin Roberts
Robin@multimetco.com
www.multimetco.com 

OVB Holding, LLC. dba 
OverBuilt
Booth # 423
780 West Park Ave., NW
Huron, SD  57350
Tel: (605) 352-6469
Fax: (605) 352-0881
Contact: Steve Besch
steveb@overbuilt.com
www.overbuilt.com 

DIAMOND SPONSOR
Peddle
Booth # 215
111 W 6th St., Ste. 300
Austin, TX  78701
Tel: (940) 367-5424
Fax: (512) 309-5461
Contact: Meghan Anton
meghan.anton@peddle.com
www.peddle.com 

GOLD SPONSOR
PGM of Texas
Booth # 521
2809 S. Interstate 35
San Marcos, TX  78666
Tel: (512) 829-4194
Fax: (512) 829-5188
Contact: Steve Contreras
steve@pgmoftexas.com
www.pgmoftexas.com 

SILVER SPONSOR
PMR
Booth # 409
4640 Boulevard de la Grande-Allee
Boisbriand, QC  J7H 1S7 
CANADA
Tel: (450) 420-7361
Fax: (450) 420-0891
Contact: Chrysten Newton
chrysten@pmrcc.com
www.pmrcc.com/en 

SILVER SPONSOR
Rebuilders Automotive Supply 
Company, Inc. (RAS)
Booth # 315
1650 Flat River Rd.
Coventry, RI  2816
Tel: (401) 822-3030
Toll Free: 
Fax: (401) 828-8488
Contact: Marcy King
mking@coresupply.com
www.coresupply.com 

Recycling Today Media Group
Booth # 823
5811 Canal Rd
Valley View, OH  44125
Tel: (216) 393-0300
Toll Free: (800) 456-0707
Fax: (216) 525-0515
Contact: Amy Peppers
apeppers@gie.net
www.recyclingtoday.com 

Retriev Technologies 
Booth # 617
265 Quarry Road SE
Lancaster, OH  43130
Tel: (740) 215-7633
Contact: Kathleen Uhl
kuhl@retrievtech.com
www.retrievtech.com 

Road Ready Wheels 
Booth # 717
PO Box 578584
Chicago, IL  60622
Tel: (888) 790-5899
Contact: Brian Sisler
briansisler@roadreadywheels.com
www.roadreadywheels.com 

SAS Forks
Booth #725
P.O. Box 260
Luxemburg, WI  54217
Tel: (920) 845-2307
Contact:  Adam Lindley
adam@sasforks.com
www.sasforks.com 

ASSOCIATE SPONSOR
ScrapCATapp.com 
Booth # 720
125 S. Trevor Street
Anaheim, CA  92806
Tel: (714) 618-5099
Contact: Christopher Gaines
CRG@ScrapCATapp.com
www.scrapcatapp.com 



Automotive Recycling  September-October 2021 // 47

SEDA Environmental LLC
Booth # 402
135 Walter Way
Fayetteville, GA  30214
Tel: (770) 681-0474
Fax: (800) 991-7332
Contact: Bruce Henderson
bruce@seda-usa.com
www.seda-usa.com 

Supershear Inc.
Booth # 713
7235 East Hampton Avenue #107
Mesa, AZ  85209
Tel: (480) 789-3893
Fax: (480) 304-4870
Contact: Larry Demik
ldemik@supershears.com
www.supershears.com 

Texas Automotive Recyclers 
Association (TARA)
Booth # 517
4209 E. Hwy 80
Midland, TX  79706
Tel:( 800) 710-8272
Contact: Nandy Banks
txautorecyclers@gmail.com
www.texasara.com 

Texn Rewards
Booth # 224
5605 FM 423, Suite 500-341
Frisco, TX  75036
Tel: (214) 455-7285
Toll Free: (888) 688-8492
Fax: (888) 512-6638
Contact: Paul Mitchell
paul@texnrewards.com
www.texnrewards.com 

United Catalyst Corporation
Booth # 821
100 Industrial Blvd.
Fountain Inn, SC  29644
Tel: (864) 834-2003
Contact: Jason Moritz
jason@unitedcatalystcorporation.com
www.unitedcatalystcorporation.com 

BRONZE SPONSOR
United Recyclers Group, LLC
Booth # 627
5353 Williams Dr., Ste. 105
Georgetown, TX  78633
Tel: (303) 367-4391
Fax: (303) 367-4409
Contact: Kristen Alexander
kalexander@u-r-g.com
www.u-r-g.com 

Vortex De-Pollution
Booth # 405
12445 E. 39th Avenue, Suite 506
Denver, CO  80239
Tel: (303) 900-4040
Fax: (303) 500-5061
Contact: Nigel Dove
nigel@vortexdepollution.com
www.vortexdepollution.com 

WEN Industries 
Booth # 616
12 Webb Drive
Merrimack, NH  3054
Tel: (603) 883-7400
Fax: (603) 883-2732
Contact: Cathy Maloney
info@wenindustries.com
www.wenindustries.com 

Yard Smart
Booth #425
5111 Old Midlothian Turnpike
Richmond, VA  23224
Tel: (804) 233-3261
Contact:  Troy Webber
twebber@capco.info 
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Silver Linings
Never before has one issue impacted the  

auto recycling industry worldwide.  
How is the industry doing post-pandemic? 

By Maura Keller

International Impact –  
An Analysis

Chris Daglis 
//  PARTnered Solutions, Aberfeldie, VIC, Australia

To understand the big picture, Chris Daglis of Auto PART-
nered Solutions, a globally recognized consultant to the 
automotive industry and second-generation automotive 
recycler himself, weighs in to evaluate what these changes 
have meant for auto recyclers around the world.

In some parts of the world, the 

COVID-19 pandemic and variant 

outbreaks are continuing full swing, 

affecting people in a myriad of ways. 

In other parts of the world, the pan-

demic crisis has settled down, resulting 

in businesses resuming their “normal” 

activities and people returning to 

work. This is the first-ever crisis to hit 

the industry across the globe, simultaneously.

To understand how automotive recyclers are 

doing since COVID reared its ugly head back in 

March 2020, Automotive Recycling magazine 

connected with businesses around the globe to 

learn about how they are facing the challenges 

that come with reopening after the shutdown.
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Silver Linings
Automotive Recycling: Your consultancy spans Australia, 
New Zealand, the UK and the USA. How have you seen the 
pandemic impact the industry in each region?

Chris Daglis: The pandemic has impacted auto recycling 
in differing ways depending on the region. In Australia 
and New Zealand, there are some auto recyclers facing 
tough times, while others are recording record growth.  
The auto recycling industry in the UK has felt a lot of 
pressure from COVID restrictions, as they were in a very 
heavy lockdown for a good part of late 2020 and early 
2021. Collision repair claims, for example, were down by 
60% in the UK because people were simply not driving. 
Meanwhile, a healthy number of auto recyclers in the 
USA have been able to adapt and grow their businesses.

AR: What are you seeing in your interactions with auto 
recyclers where the pandemic brought silver linings?

There’s no denying that there is a lot of uncertainty right 
now in regions where there has been a hard lock-down 
approach to dealing with COVID-19. Examples of this are 
my home state of Victoria and, more recently, in the NSW, 
but we’ve seen a lot of people come together and collabo-
rate to make the industry work better. 

This attitude and response has been really refreshing to 
see as COVID took hold.

AR: What are the implications of the pandemic from the harsher 
lock-down regions versus others like the USA?

COVID-19 has been a challenge for auto recyclers in the 
UK and Australia, with many stakeholders feeling like they 
are in limbo. In these regions, auto recycling businesses 
have often felt the need to be more conservative than 
aggressive, whereas auto recyclers in the USA have had 
some time to build up their defenses against COVID. 

The fact that the USA has remained open for business 
has led to a ‘business as usual’ approach. Yes, salvage 
inflation has been clearly evident and as a result has posed 
challenges to cost of goods. At the end of the day, if you 
pay more for inventory, and you forget to adjust your 
parts pricing then your bottom line will shrink. 

We have seen this in the numbers of many of our Exact-
stats clients. We drill down into the detail of their numbers 
and it is clear that they have not adapted, but luckily, we 
are able to fix this with them.

In the UK, Australia and New Zealand, though, the 
hard lockdown has been really tough for some – less cars 
on the road, less servicing, less need for replacement parts, 
less accidents ... and auto recyclers have been in a stop-
start/on-off trading environment for a year and a half 
now. This is the nature of COVID; it requires you to  
continually adjust in order to survive!



50 // September-October 2021 Automotive Recycling

AR: What are the pluses and challenges of handling business 
post-COVID for auto recyclers you interact with?

The auto recycling industry is changing, but we must 
remember what made auto recycling successful in the first 
place. It’s all about logistics – being able to handle a wide 
range of parts and types at a price point that is attractive to 
the customer. I think it is important to remember that the 
recycled part is genuine ROE® – meaning it is produced by 
the vehicle manufacturer, it has incredible environmental 
benefits if used instead of producing a new part and is 
super cost effective in most cases.

The auto recycler needs to have a robust business model 
that makes sense in today’s environment. It helps if they’re 
vertically integrated, but the market is so competitive that 
it’s not always enough just to be good at one thing – you 
need more than one string to your bow.

Let me be specific here and focus on online sales. The 
pandemic has fast tracked this sales channel which is 
quickly becoming one of the fastest growing channels 
available to sellers. I consult to eBay UK who are driving 
aggressively into the B2B market with their eBay for busi-
ness Green Parts strategy. eBay sales growth in the past 12 
months has been well above standard. What is interesting 
about this, though, is that auto recyclers are only a small 
part of the market – it’s clear to see why eBay UK are 
investing heavily in this segment.

AR: You mention that some recyclers, though, have done very 
well during this crisis? What is the driving force of this?

The global pandemic has made auto recyclers more 
aware of their cost base, and the importance of planning 
for future risk. It is not enough to just react to what hap-
pens in today’s market – you need a solid plan that will see 
your business thrive for years into the future.

Auto recyclers whom have found ‘silver linings’ in these 
challenging times had planned well. Call it luck or good 
strategic planning, their systems and process were such 
that they could adapt quickly to the changing models they 
needed to pivot. 

In fact, you could say the situation played into their 
hands. For example, those that had a strong online pres-
ence were top contenders with good eBay stores, products 
listed with excellent feedback scores, and able to provide 
a click and collect service even in the eyes of a hard lock-
down. I have some clients whose eBay sales have doubled 
and now is a good proportion (50%) of total sales. 

Others were not so lucky. 

They either didn’t have the know-how, systems in place 
or the ability to react quickly enough. 

For example, it takes time to build your online pres-
ence. To just start listing products on eBay and then just 
sell parts there – let’s face it; it just doesn’t work that way. 
The investment to return equation is not linear, rather it 
is quite a “hockey stick” deal. So those that had done the 
work, that had invested, that had all the foundations in 
place, they experienced hockey-stick growth.

AR: What is your prediction for the future opportunities 
available to the auto recycling industry?

Auto recyclers are really well placed. It’s difficult when 
you’re dealing with all these changes and the uncertainty 
that comes in a COVID world. But oddly enough, therein 
lies the ‘secret sauce,’ as I like to call it, that provides a 
gateway to recycled auto parts boom.

Don’t get me wrong, I am in no way trivializing the dev-
astation COVID has had on millions of people and their 
families around the world – I feel for them and would not 
wish this pain and suffering on anyone. 

Yet change, uncertainty and economic vulnerability in 
the broader community, one could argue, is the perfect 
storm for a very strong level of demand for the automotive 
recycling industry for some time to come. You see, every 
time we encounter economic or social uncertainty, people 
keep their cars longer and that in turn leads to more main-
tenance and the need for more affordable parts. 

AR: Are there specific markets that you see recyclers can grow?
I have been a strong advocate for the supply of recy-

cled parts into the collision repair industry for a very long 
time. The insurers I work with today all have commercial, 
quality, key to key and environmental objectives, so in this 
context, they really need a strong supply chain of quality 
recycled parts.

Again, I will reference the eBay for business Green 
Parts program I have been consulting on in the UK. We 
have been working very closely with all top 5 insurance 
brands in that market. All are looking for a high quality, 
independently certified supply chain to work with. Repair 
costs are increasing, labor, as you know, is not getting any 
cheaper, parts costs are increasing, and parts availability 
is deteriorating. All this is negatively affecting repair cycle 
times and repair costs which in turn are leading to less 
satisfied policyholders. Insurers and collision repairers 
are looking for a solution, so if I were to pinpoint just one 
segment that auto recyclers should be focusing on, then the 
collision repair segment is undoubtedly the one!

There is a need and a willingness. Auto recyclers now 
need to provide a viable solution to that growing need for 
high quality genuine parts.

AR: What advice would you give to those facing uncertainty?
Well, the first thing I would say is, if you do not already 

have one, have a plan. This means you will need to invest 

Auto recyclers whom have found ‘silver linings’ in 
these challenging times had planned well. Call it 
luck or good strategic planning, their systems and 
process were such that they could adapt quickly.
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A UK Pandemic Story 
 
Terry Charlton 
//  Managing Director, Charlton Recycled Autoparts, Ltd. 

Vehicle Recycling Center, Cambridge, England

AR: How did the beginning of the 
pandemic affect your business?

Terry Charlton: Like most people 
around the world early in 2020, 
we had read in the press about 
COVID-19 – the ‘bat virus’ – and 
had no idea how it was about to 
impact us. I had traveled to the Col-
orado Rockies on March 5, 2020 
for my annual two-week ski vaca-
tion, and met with friends on the 
first night in Denver for dinner and 
headed alone up the mountains. 

After a few days I drove to Las 
Vegas to see Rod Stewart at Cae-
sar’s Palace. Cocky Rod sauntered 
on stage and said, “Have you seen 
what Trump’s done? He’s stopped 
all international entry to the U.S. 
except us Brits. We are okay.” So, I wasn’t too concerned 
and traveled back to Colorado and carried on skiing. Then 
boom, Brits were included in the ban, the ski lifts were 
closed, restaurants shut down, and flights home to the UK 
overbooked. 

I managed to switch my flight and arrived home on the 
March 16, 2020 when Prime Minister, Boris Johnson, 
announced, “Now is the time for everyone to stop non-es-
sential contact and travel.”

I called a team meeting and explained that we would 
comply with any government requirements and ensure 
the safety of our employees. Several had vulnerable people 
within their households. On March 23rd, the stay-at-home 
order was announced. Our government announced pack-

in the future by “working ON your business, not IN your 
business.” Time is not only scarce, but also finite. We cannot 
make any more of it, so the time you do have available at 
work should be spent strategically rather than operationally. 

Well, to be clear I am not an expert on COVID. What I 
do know is that uncertainty breeds uncertainty which leads 
to economic vulnerability. Given this scenario it would 
seem logical that there will soon be a correction of sorts.  
But remember, while there is uncertainty in the broader 
community, automotive recyclers should be looking at the 
opportunities this presents to them. The auto recycling 
industry bucks the trend, it is counter-intuitive in this sense. 

AR: What happens next?
COVID is mutating and looks like it will have a long tail. 

This is apparent everywhere and it will be interesting to 
see what happens next, but one thing I am certain about 
are the opportunities for those who remain committed to 
their customers’ needs and to investing in their automotive 
recycling business. 

Those that are smart about it, those that build for the 
future, those that think differently, embrace change and 
the uncertainty it brings with it, will find that the next five 
years may well be the most profitable they have seen in a 
very long time.
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ages to help retain employees when they were not at work. 
We furloughed all employees with the exception of myself, 
a salesman and a storeman because we all live alone and 
therefore had reduced contact outside of work. 

During the following weeks, our sales dropped by 75%. 
The roads were empty and vehicles were not having acci-
dents or mechanical failures; however, what business we 

did was enjoyable, customers were 
relaxed, attitudes amongst people 
improved – there seemed more 
politeness.

AR: How did the pandemic impact your 
business? 

Part sales quickly picked up to 
about 40%; and surprisingly scrap 
prices increased whilst numbers were 
low. I personally was collecting sev-
eral ELVs each week. It’s important 
to note that the scrap metal industry 
was classified in the UK as essential 
workers. On the vehicle supply front, 
auctions closed initially. But, when 
they reopened, they introduced new 
apps for collecting cars. This was so 
much better, as previously we had 
regular instances where a driver 

could wait 2+ hours at an auction to be loaded. Now, it 
takes about 15 minutes most of the time. 

However, there has been a shortage of good inventory 
throughout the pandemic and it has only been in recent 
weeks that the numbers of vehicles on the roads have 
returned to pre-pandemic levels.

Our used parts sales came back strong last summer and 
we had several good months until further lockdowns in 
September and November. We have only seen these lifted 
over this summer, summarizing last year’s parts sales. 

Overall, we managed to increase over 2019 and it looks 
like we will be about the same this year, partly due to poor 
availability of new parts, inflation and delivery issues. For 
example, I needed a new water pump for a three-year-old 
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Mercedes truck. Mercedes did not have one available any-
where in Europe. Thankfully, I found an aftermarket one.

AR: What thoughts do you have on how this all was handled?
Our government has had an extremely difficult time 

leading the country, and I believe they have mostly got it 
right. Without their actions, many businesses would have 
failed. Instead, they have helped paid salaries, reduced out-
goings, given grants and I think we will see the economy 
improving. Obviously, we will have inflation and all of this 
will need paying for with increased taxes.

The UK has done well with vaccinations, but we still 
have too many people catching COVID. I hope that people 
don’t become too lax and we can avoid another lock down.

On a personal note, fortunately I have not had anyone 
close who has died from COVID-19. There is a salvage 
yard owner friend with a harsh case; he tells me how it has 
affected him for nearly a year.

I’ve accepted that ceasing international travel has helped 
reduce transmissions and risk and lower infection levels. 
Yet, I’m hoping that the U.S. will soon lift the restric-
tion on us Brits so I can attend the ARA Convention in 
Dallas, Texas; and, I’ve renewed my season ski pass for the 
Rockies for this season.”

Pandemic Pivot

Andy Latham
//  Founder and CEP, Salvage Wire, Wymondham,  
Norfolk England

AR: What are you seeing in your interactions with auto 
recyclers where the pandemic brought a silver lining? 

Andy Latham: Many vehicle recyclers saw two main 
impacts of COVID that benefited them: Increased parts 
sales and efficiency benefits.



they agreed to each 
take one day off per 
week, allowing us to 
lose the wage cost of an 
employee, but not lose 
a key member of the 
team.

AR: What changes 
resulting from the 
pandemic have you kept 
or eliminated? 

The curb side pickup 
was eliminated. It was not popular and most people didn’t 
choose to do business that way. You can still buy online, 
but you pick up in store.

AR: In what ways did the pandemic help your business?  
It has created shortages in supply chains which has 

increased our revenues. Not only in volume, but we have 
been increasing prices as market demand climbs.

AR: How have your employees been affected for the better?
In the production departments, increases still come from 

more production, but the sales team are seeing benefits as 
their numbers climb in both volume and dollar amounts.
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Parts sales, both online and physical, increased as more 
businesses had time for projects while on furlough. Diffi-
culties in getting replacement parts from vehicle manufac-
turers increased parts sales for recyclers and the option of 
delivery services increased opportunities for sales, as well.

Many recyclers put staff on furlough and maintained or 
increased productivity with fewer staff working. It is sad 
for those staff that have been made redundant as a result, 
but overall costs have been reduced, efficiency maintained 
or increased and sales improved!

Post-COVID, there is an increased awareness of the 
need for training to advance staff knowledge as the need 
grows to retain trusted, valued and important staff mem-
bers becomes increasingly important. But challenges 
remain in the scheduling of training with businesses run-
ning much leaner. There is limited additional capacity to 
take three or four staff members out of the operations for 
even a day to facilitate training and, in some cases, as we 
take the training to the customer, they have limited space 
to host the session. We also have to think creatively about 
how to deliver the training in a socially-distanced manner.

AR: How has your consulting business been impacted?
As an operation we were well-versed with working at 

home, having done this for over 20 years. We have seen 
the benefit of increased video conference calls which 
reduces the need to travel and saves considerable time. 
The pandemic normalized this kind of communications, 

Upside from Canada

Dalbert Livingstone
//  Vice President, Island Auto Supply and President, 
Automotive Recyclers of Canada, Winsloe, PEI, Canada

AR: How did COVID effect your business?  
Dalbert Livingstone: During the early stages in March 

2020 with no cars on the road, and people staying home 
for a few weeks it got very slow. Our week volume was 
equivalent to a day’s volume pre-COVID. As things got 
moving, we realized we were running with too many 
employees. We had to downsize with lay-offs for about a 
month, but when it came time to re-hire, we didn’t bring 
back everyone. We learned we can do the same amount of 
work with less bodies. It probably helped that the upper-
level management were doing the work for a period of 
time and found inefficiencies. We are fully open and opera-
tional, and have been for some time with very limited cases 
of COVID-19 locally.

AR: How did you get more creative with running your business?
Some departments are very hard to replace – sales, for 

example. This department takes a long time to train, and 
the sales team develops a lot of connections with expe-
rience. Instead of laying one off, we had a meeting and 
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where before it was difficult to initiate. Initially the quality 
of these calls was poor, but the various platforms have 
really upped their game and we rarely encounter prob-
lems with this type of system now. One of the benefits 
of forward planning was all our work-based computers 
are hard wired into the network so we don’t rely on wi-fi 
which does suffer drop-outs.

Yet post-COVID, we are really looking forward to 
meeting to enjoy a drink or a meal face to face. Zoom calls 
are great, but there is also a need to meet up occasionally 
and break bread together.

For our business, one positive aspect of the pandemic 
restrictions were the significant reductions in the costs 
of doing business. Travel is one of our biggest outlays, so 
completing virtual training brings in revenue without the 
additional costs and, looking forward, we will exercise 
much more control over travel arrangements and costs 
so we keep this as low as possible in the future. This is a 
significant benefit to the bottom line, but also to our team 
who will not be traveling as much or spending significant 
time away from home.

We will never go back to how life was pre-COVID –  
too much has changed. As a business we have learned and 
grown, our standards have gotten higher, our practices 
have been adapted, the services we offer to our clients have 
increased and our team is busier than ever. I have always 
loved what I do, but I also enjoy more time doing life with 
my family, as well!
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More Efficient Logistics

Mary Anne Watson
//  ABC Auto Parts & Sales, Inc., Riverdale, IL  

AR: How did pandemic conditions impair your business? 
Mary Anne Watson: At the onset of the pandemic, out 

of fear many businesses were closed or had very limited 
hours. Also, people were not driving, so fewer accidents 
and no need for auto parts. Employees were fearful of the 
“unknown” of the pandemic.  

Many staff and customers were afraid. Some staff chose 
to quit, some took a leave of absence, retail sales initially 
ground to a halt and business customer volume had a 
significant drop. Within a short time frame we lost drivers, 
production techs and support. Customers were afraid to 
shop in-store and afraid to meet drivers to accept delivery 
at their shops.

AR: What business alterations did you make to operate?  
We are an essential business so we were able to remain 

open. We always had a cleaning service but became “crazy 
clean,” with additional deep cleaning processes. We also 
were able to evaluate the staff for each department and 

eliminate unproductive employees. 
We provided additional PPE for the 
safety of our employees.

We immediately met with all 
the managers and then the staff to 
determine what business activities 
we could actually deliver on. We 
found that we needed to focus on 
work flow efficiencies better than 
we had been. We eliminated low-
value labor sensitive part types. We 
expanded the prepay and pick up 
later process to eliminate anyone in 
the showroom waiting for parts. We 
cut our hours open for retail customers and implemented 
an ‘after normal hours’ appointment process for pick up. 
Small parts to business customers became prepay and 
delivery was sourced to UPS and FedEx. We found that we 
were shipping more small parts to both retail and shops 
outside our normal delivery zones.   

AR: How did you get more creative with running your business?
We reduced our hours for the general public. We 

required prepayment on orders to eliminate person-to-
person contact. Since parts were prepaid, we utilized UPS 
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to ship most small parts which allowed us to deliver larger 
and more expensive parts. Also, we offered curb-side 
pickup of parts when requested. 

Less in-person customer contact was a challenge. We 
added color-coded lines on our floor to direct people to 
the department they needed. We moved customers quickly 
through the showroom. Drivers were basically delivering 
only large or expensive parts. The staff that stayed were 
grateful we were an essential business and we modified 
their compensation packages. We communicated more 
with SMS and emails, and sent more images.  

AR: What changes have you retained or eliminated? 
We kept our COVID hours of operations, which allows 

us more training time and the ability to fill our orders 
during business hours. We added plastic shields between 
our customers and counter staff. We have filled the elimi-
nated positions with productive employees. We ship many 
smaller parts instead of using our delivery trucks.

For most of them, we found the lessons learned made 
us more efficient. As time progressed we were able to 
fill orders faster by managing our delivery expectations. 
Changing our open hours for in-store allowed us time to 
review orders from the day and follow up on any issues 
that came up during the day. We also had more time to 
meet with our staff during these times to catch up on what 
they were thinking. We no longer find the need for curb-
side pick up, but will provide at customer request.  

Chairs are now back in the showroom, but appropriately 
spaced. 

AR: In what ways did COVID help your business? 
At the onset of COVID and the initial slowdown we 

were able to focus on our business and review our current 
practices and policies. We had more time to communi-
cate and educate our employees to reduce their fears of 
the pandemic. We learned that we did not need to keep 
expanding operations and hiring more staff and doing 
more for customers to make more money. 

We have been able to focus on process and efficiencies 
to better run our business. We found our staff that stayed 
was grateful they were essential workers and as we are 
filling staff positions we are becoming more selective. 

AR: How have your employees been affected for the better?
Our employees are so grateful that they are essential and 

were able to continue working. They realized our industry 
is valuable to the transportation sector of our country.

Many have lost someone or know of a friend that has 
lost someone. We have spoken with customers and the 
next week they are gone. Our employees have become 
more sensitive and aware. We constantly train our staff to 
de-escalate any type of conflict and show our customers 
kindness as they may be experiencing trauma or frus-
tration. Our staff is now working less hours overall and 
earning the same or more post-COVID. 

Part of the Process

Fran Reitman
//  Owner, Reitman Auto Parts, Melbourne, KY

AR: How did the pandemic impede upon your business?
Fran Reitman: Wow, it put us on our toes. I guess the 

“not knowing what was going to happen next” was 
the real impairment. And what it might look like if 
someone did get the worst case of COVID-19. It just 

seemed that there were no answers and the rules changed 
all the time. Talk to no one unless they were on the other 
side of a door, glass, phone line, etc. and not knowing 
who might have the “bug.”

 
AR: How did the crisis improve your business? 

Remember, auto recyclers are an adaptive bunch – we 
learn to change with little warning. We became more 
mindful very quickly. We learned to clean more. We 
learned to be patient with customers and each other. 

 
AR: How did you get more creative with running your 
business?

We closed off the front office and scheduled customers 
a time to pick up parts, mandated masks to be worn 
whether in the office or outside, and took credit cards 
for which the processing companies came to like us. We 
didn’t see the need to add more shifts, we just made sure 
everyone had their space. We really didn’t miss a beat, 
I only had one person who chose not to come to work 
because his wife had some underlining health issues. It 
was our delivery driver and we just stepped up our part-
time drivers to cover and went forward. 
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Based in Minneapolis, Minnesota, Maura Keller is  

a seasoned writer, editor, and published author, with  

more than 20 years of experience. She frequently  

writes for various regional and national publications.

The Online Advantage

Slater Shroyer 
//  General Manager, Shroyer’s Auto Parts, Lansing, MI

AR: How did COVID impair your business? 
Slater Shroyer: Initially there was uncertainty regarding 

what to do, whether we should or even could remain open. 
Everything slowed down to a crawl as people quarantined 
in their homes. In my state, there were curfews and all 
non-essential businesses were closed. We fell under the defi-
nition of essential, but the lack of demand caused us to cut 
back shifts and send home the workers at highest risk.

 
AR: How did the pandemic improve your business? 

Customers have really moved to contact-free shopping. 
Companies that have invested in online sales and mar-
keting really saw the positive side of this shift in buying 
behavior. In the same way that Amazon and Shipt have 
benefited from people avoiding physical stores, auto 
recyclers with a strong internet presence, online list-
ings, and contact-free e-commerce solutions have seen 
increased sales. I’m not sure companies who rely on more 
traditional shopping practices are experiencing this. 
Thankfully, we had already invested a fair amount of 
time and practice into listing our inventory on searchable 
platforms.

AR: How did you get more creative with running your business?
We just learned to be more flexible. Work schedules have 

been constantly evolving as there is now more pressure 
on people and fewer resources available for families. In 
our state, many parents struggled to work around school 
schedules and some had difficulty managing daycare. 
Quarantining often happens with little or no advance 
notice.

This need for flexibility is compounded by the approach 
the government has taken regarding unemployment bene-
fits. When people can bring in a decent income by staying 
home and not working, it can be difficult to convince them 
to get back into the workforce even if they’re potentially 
making more money by doing so. There has been a risk/
benefit analysis going on in every home since March 2020. 

Unemployment numbers would indicate that a number 
of people determined that the risk of infection outweighed 
the income from available employment opportunities, 
so they’re staying home. This has resulted in the unusual 
combination of high unemployment numbers with a very 
small pool of potential workers. The net effect is that 
losing a team member is a much bigger issue than prior to 
COVID-19 as there isn’t a line of motivated replacements.

  
AR: In what ways did the pandemic change your business?  

We stopped being open on Saturdays. We still have 
plastic shields up in front of each counter station. Team 
members don’t share phones, work stations or other equip-
ment. We clean and sanitize public areas more regularly. 
There is still a very transmissible virus going around.

It gave us an advantage over competitors who have been 
resistant to e-commerce.

Everyone Benefits

Donna Thompson
//  Ole South Auto Salvage, Lake Placid, FL

AR: How did the pandemic improve your business? 
Donna Thompson: Our business has increased perhaps 

because people have kept their vehicles longer. As new 
vehicles become more available that may change. We are 
located in a very remote area and our walk-in business 
even increased a lot. As for our employees, they’ve received 
bonus and pay increases to incentivize them.  

AR: What practices resulted from COVID have you kept?
We have found that to keep our staff from being 

stressed out, we still take orders and then call customers 
when their parts are ready. That’s about it. And we 
clean.

  
AR: In what way did the pandemic help your business? 

It gave the body shops and garages time to catch 
up. As far as down time at our place – there really 
wasn’t downtime. If anything, it was busier. I think 
that people had time on their hands and did a lot of 
DIY jobs. Remember in a down economy our business 
does better. Fix and replace what you have because you 
never know what tomorrow will bring.

 
AR: Have your employees benefited from new processes?

Good question. You know we have always been leery 
of digging or taking units apart due to body fluids or 
other substances or matter that might be in vehicles that 
we handled. I really don’t think we are out of this pan-
demic, so caution is still needed as always. And we are 
still looking for ways to protect and go forward and are 
still very supportive of each other. 
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COMMON  
OSHA 

VIOLATIONS 
TO AVOID

Correcting these easily fixable 
issues will give you peace of mind 

should OSHA come calling.
By Max Menczer and Sara R. Hamidovic 

VET Environmental Engineering, LLC

The heat is finally starting to break, 
and fall is coming. We’re excited 
for the new season to start to cool 
things down and get back to more 
regular routines that it brings with 
it. If you have gotten off track 
in your routine, we’d like to talk 
about something that may save 
you a headache in the future.

As you well know, the Occupational Safety and Health 
Administration (OSHA) is responsible for making sure 
all workplaces in the United States operate with safe 
practices. Thanks to them, workers across the country 
are protected and can rest easy. But complying with their 
regulations isn’t always easy! So, we’ve compiled a list of 
some common OSHA violations you might face. Luckily 
if you act now, you can still protect your employees, and 
avoid a citation. Let’s jump in and get started.

RACKS
We’ve seen some pretty impressive racks at the auto 

recycling facilities we visit. OSHA can issue citations for 
improper rack storage or labeling. However, scant legal 
legislation exists specifically dedicated to racking. This 
can make it difficult to apply practical safety standards to 
this aspect of your business. Therefore, we looked into it. 

What does OSHA specifically require for racking com-

pliance? Generally, OSHA uses 29 CFR §1910.176 and 
the General Duty Clause of the Occupational Safety and 
Health Act of 1970 to cite employers for racking viola-
tions. Together, these laws state:

•  Employers must provide a safe workplace for 
employees.

•  All stored materials must be stable, secure against 
sliding or collapse, and not present a hazard. 

•  Passageways must be kept clear, in good repair, and 
free of obstructions that can create a hazard.

•  Storage areas must not accumulate materials that 
create trip/slip, fire, explosion, or pest hazards. 

•  Sufficient safe clearance must be provided for 
mechanical handling equipment, and clearance signs 
to warn of clearance limits must be provided where 
necessary. 

During citations, OSHA can reference the manufac-
turer’s installation and maintenance instructions for a 
particular racking system. OSHA may also reference the 
standards listed in American National Standards Insti-
tute/Rack Manufacturers Institute Materials Handling 
16.1 (ANSI/RMI MH16.1) – Specification for the Design, 
Testing and Utilization of Industrial Steel Storage Racks. 

What is ANSI/RMI MH16.1? ANSI/RMI MH16.1 is an 
industry standard that provides recommended guidelines 
for steel racking construction and safety. Compliance 
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with ANSI/RMI MH16.1 is voluntary, not mandatory. 
Let’s discuss some frequently asked questions. 

What does ANSI/RMI MH16.1 say about signage?  

A permanent plaque must be installed with a minimum 
area of 50 square inches in one or more conspicuous loca-
tions. The plaque should include the following:

•  Average unit load, max unit load and/or max uni-
formly distributed load per level; and,

•  Max total load per bay. Additionally, shelves 
allowing stacking of load units should be visibly 
identified. Load application and rack configuration 
drawings should be furnished with each rack and 
retained by the owner. Failure to do so is one of the 
most common OSHA rack citations. 

What does ANSI/RMI MH16.1 say about rack stability? 

The bottom of all rack columns should have column 
base plates and be anchored firmly to the floor. Failure to 
anchor racks is another common racking citation from 
OSHA. If racks are connected to the building structure, 
then the location and magnitude of the maximum pos-
sible forces imposed by the rack on the building must be 
given to the owner of the building for their review – if 
you are the owner of the building, you should review this 
with your structural engineer! 

What does it mean if my rack is ‘out-of-plumb’? How 

about ‘out-of-straight’? ‘Out-of-plumb’ means your rack 
is not exactly vertical – it’s leaning forward, backward, 

to one side, or the weight of its contents is causing it to 
buckle. ‘Out-of-straight’ means your rack is not level 
– one side is higher than the other. If your rack is ‘out-
of-plumb’ or ‘out-of-straight,’ the rack should be safely 
unloaded and re-plumbed. 

How can I stay safe around my racks? Here’s a full list 
to help you protect yourself and your employees:  

•  Know what your materials weigh and what your 
racks can handle – avoid overloading racks. 

•  Post plaques on your racks with correct information 
and ensure employees know the limits.  

•  Ensure aisles are kept clear of obstacles.
•  Routinely examine your racking for stress or damage. 

Have a professional take a look on occasion.
•  DO NOT make repairs or modifications to racks 

unless you are qualified.
•  DO NOT try to unload a damaged rack if stability is 

in question – hire a professional and keep employees 
away from the area. 

•  Consult ANSI/RMI MH16.1, a structural engineer, 
the owner of the building, the fire department, your 
rack’s manual, and the racking manufacturer for 
additional information.

PPE 
You have definitely heard of Personal Protective 

Equipment (PPE) before. PPE is used in all kinds of jobs, 

Maintaining a clean and organized facility goes a long way to impress inspectors when they come for a visit.
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including the auto recycling industry. But why is it so 
important? Well, PPE is there to protect employees from 
occupational hazards that could cause injury or impair-
ment of bodily function. So, OSHA requires proper PPE 
at any and all jobsites where the workplace environment 
or job tasks could be hazardous. Sounds broad, right? It 
can be! We have compiled some of the important take-
aways for you.

OSHA has many employer requirements to satisfy PPE 
regulations, as directed by 29 CFR §1910.132. OSHA 
places the burden of the responsibility on employers to 
prove they are operating with safe employee standards. 
So, all employers are required to inspect their workplace 
and operations to determine if a hazard is present. If so, 
an employer is required to select a type of PPE that will 
protect its employees from the identified hazards. Of the 
many kinds of PPE, the main categories are eye and face, 
respiratory, head, feet, hands, electrical, and fall protec-
tion. Once a hazard is identified, employers should look 
into what is proper PPE for each case. 29 CFR §1910 
Subpart I specifies PPE requirements for each case. Once 
selected, employers must train employees on how and 
when to properly use the PPE. This will include how to 
don the PPE, its limitations, proper care, and disposal. 
Employees must demonstrate an understanding of this 
training before being permitted to begin work. Employee 

retraining is necessary if an employee demonstrates a 
poor understanding or use of assigned PPE. Retraining 
is also required if there are changes to the job tasks or 
changes to proper PPE. Finally, employers must make 
properly fitting PPE readily available to all employees. 
Employers must pay to replace PPE, unless it was lost or 
intentionally damaged by the employee. Employers are 
not required to pay for everyday clothing.

Employers must perform a workplace hazard assess-
ment and provide a written certificate as proof for 
OSHA. This is the part OSHA issues the most citations 
for. This certificate needs to identify the evaluated work-
place, the person certifying the evaluation, and the date 
of the assessment. If any of the PPE regulations are not 
met, you may get a citation by an OSHA inspector. VET 
performs PPE hazard assessments for different facilities. If 
you need more information, give us a call!

HAZARDOUS COMMUNICATION
If your facility keeps hazardous substances on site, they 

could pose a serious threat to human health and safety. 
For the safety of your employees, be sure to comply with 
OSHA’s Hazardous Communication standards under 29 
CFR §1910.1200. 

Employers are required to develop a written hazard 
communication program. This documentation will include 
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descriptions on how workplace hazardous substances will 
be labeled with warnings, safety data sheets, and applicable 
employee training. It is important to document a list of all 
hazardous substances stored at your facility. Safety data 
sheets must have the following information:

• Identification
• Hazard identification
• Composition/information on ingredients
• First-aid measures
• Fire-fighting measures
• Accidental release measures
• Handling and storage
• Exposure controls/personal protection
• Physical and chemical properties
• Stability and reactivity
• Toxicological information
• Ecological information
• Disposal considerations
• Transport information
• Regulatory information

•  Other information, including date of preparation or 
last revision.

Hazardous substances that are stored at or transported 
from the facility are required to have clear labeling for the 
following:

•  Product identifier – the chemical name, code number, 
or batch number.

•  Signal word – “Warning” or “Danger” depending on 
the hazard level of the chemical.

•  Pictogram – graphic symbols used to communicate 
specific information about the hazards of a chemical. 
The eight symbols enforced by OSHA can be found 
on their website.

•  Hazard statement – describe the nature of the haz-
ard(s) of a chemical, including, where appropriate, the 
degree of hazard.

•  Precautionary statement – describe recommended 
measures that should be taken to prevent adverse 
effects resulting from exposure to the hazardous sub-
stance. The four types of precautionary statements are 
exposure prevention, exposure response, storage, and 
disposal. 

A consumer product that is being used exactly as 
designed at your facility is exempt from hazardous 
labeling. For example, an employee that uses sink cleaners 
to wash a bathroom with the same frequency that can be 

Employers must perform a workplace 
hazard assessment and provide a 
written certificate as proof for OSHA. 
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Setting the Record Straight 

Another very important item that is often a common mistake: 

recordkeeping. This is something that not only shows up 

on audits, but it is also important for the everyday function of 

your business. 

From our experience working with auto recyclers, paperwork 

is often the aspect of business that is in need of the most 

tweaking when we are hired by a new client. There are a few 

exceptions, but all-in-all the recordkeeping systems are not 

complete, organized, or user-friendly. We have developed a 

system that seems to work well to help our folks keep track of the 

necessary information in a simple, user-friendly manner. 

Binder System

The system we use applies specifically to your Storm Water 

Pollution Prevention Plan (SWPPP) and Spill Prevention Control 

and Countermeasure (SPCC) Plan. Inside the binders are all 

of the necessary forms along with space to store all of your 

pertinent documents. For example, if you sell a drum of used oil, 

you turn to the used oil tab of your SWPPP binder and store a 

copy of the receipt in that section. 

For our clients, we keep redundant, electronic copies of 

the binders at our office so if something is lost or damaged 

we can recreate our clients’ system. We perform quarterly 

update checks to ensure that recordkeeping is up-to-date. We 

encourage you to keep records of all activities so that in the 

event you are asked you can produce documentation to support 

your processes.   

There are often more requirements for internal tracking 

than there are requirements that are submitted to a regulatory 

agency. None of the requirements are particularly difficult. The 

difficulty is keeping up with the large number of requirements 

and developing a system that makes the compliance program 

run effectively. 

For sake of discussion, let’s talk about storm water. 

Storm water permits have several documents that are 

required to be submitted to the regulatory agency, such 

as the Notice of Intent, Storm Water Sampling, and Annual 

Reporting. However, items such as Quarterly Visual Wet Weather 

Inspections and Annual SWPPP Training documentation are not 

required to be submitted to a regulatory agency. Therefore, we 

often see that items required for submittal are completed while 

the other documentation falls to the wayside. 

Staying on Course

What are some ways to ensure that your records are organized 

and required documentation is completed in a timely manner?
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expected at home would not warrant hazardous labeling. 
However, any further use would expose the employee to 
significantly greater amounts of hazardous substances, 
and the need for the hazard communication information 
available through the safety data sheet is justified.

What about the employees? All employees should be 
informed of all present hazardous substances and the 
location of safety data sheets (SDSs) for each chem-
ical present on the site. Employees must be trained on 
methods to identify a release of a hazardous substance, 
measures they can take to protect themselves, and the 
details of the hazard communication program.

We hope this article helps you get OSHA safe! As 
always, please do not hesitate to contact VET at (812) 
822-0400 with any questions or concerns.  

Sara Hamidovic is President/Principal Engineer of 

VET Environmental in Bloomington, Indiana. She is 

a Licensed Professional Engineer (PE) in the State 

of Indiana and a Certified Hazardous Materials 

Manager (CHMM). 

    Max Menczer is a senior at UCLA studying environmental 

science. He assisted VET with research, sampling, and drafting 

reports.

First, assign responsibility. Make it clear who is responsible 

for inspections, recordkeeping, and keeping these items  

organized. Provide proper training to ensure all 

documentation and inspections are completed accurately, 

thoroughly, and in a timely manner. Assigning specific duties 

to well-trained, trustworthy employees will help ensure your 

recordkeeping is in top shape.

Second, make sure that all documents are kept in a 

designated place. This will help you easily find documents 

when needed and keep different types of documentation 

separate. As we mentioned, binders are a great system. When 

using the binder system for storm water permitting, you 

know that all your applicable inspections, documentation, 

and forms are located in one central place. This is especially 

helpful in the case of a regulatory inspection. 

Showing You Care

An organized recordkeeping system is one great way to 

instantly impress regulators. It shows that your care about 

your business and that you are committed to compliance. A 

complete, organized, and user-friendly recordkeeping system 

can look many different ways. Different systems work for 

different people; keep this in mind as you work on improving 

systems at your facility.
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Celebrating ARA’s  
Recent Accomplishments

I n a unique turn of events, Scott Robertson, Jr. has 
served as ARA’s president for two terms, as well as 
the three of four other ARA Executive Committee 
members. Last year, the addition of Nick Daurio 
filled the vacant spot. It was almost as if it was 

known what was coming for the industry and the world. 
This additional stability helped ARA deal decisively on 
initiatives during the most chaotic year in recent history.  
It has also allowed for the full-cycle of initiatives to come 
to fruition under this leadership. 

Needless to say, it has been a very busy two years. As 
the EC now resumes its rotation with Marty Hollingshead 
stepping into the role of president, let’s take a moment to 
review some of the highlights of 2020 and 2021 accom-
plished for the industry.

STRATEGIC PLAN REVISION 

n In early 2020, ARA announced an update to the 
Association’s Strategic Plan representing a direction that 
will guide current and future work. The plan was adopted 
by the ARA Board of Directors in July 2020.

“2020 has been a game changer,” said ARA President 
Scott Robertson, Jr. “During these challenging times and 
given the unprecedented impact that a global pandemic is 
having on all businesses and industries, the direction out-
lined in this Strategic Plan will help ARA continue to move 
forward. Much planning and strategic thought went into 
this document, designed to promote the professional auto-
motive recyclers and their businesses for years to come.”

ARA’s Strategic Plan is grounded in the Association’s 
mission to advance the automotive recycling industry 
and promote its beneficial effects on society. The Stra-
tegic Plan identifies four strategic initiatives that are the 
means through which ARA plans to translate its vision 
into practice. The strategic initiatives focus on branding, 
non-dues revenue, government advocacy, and educa-

tion/certification/compliance. Each of the four strategic 
initiatives outlines a series of implementation strategies 
which describe how ARA plans to commit its resources 

and goals that represent how progress and future success 
will be measured.  

“This Plan is a representation of ARA as the eyes, 
ears and voice of the professional automotive recycling 
industry,” said ARA Executive Director, Sandy Blalock. 
“With the direction and guidance the Strategic Plan pro-
vides, and the support of our ARA volunteer leaders and 
members, I am confident that ARA is well equipped to 
meet any challenge that comes our way.”  

ONLINE MARKETPLACE 

n In the summer of 2020, ARA 
took the popular annual ARA 

Buyer’s Guide resource and trans-
lated it into a new and improved 
online format. The traditional 
printed Buyer’s Guide, still being 
produced as a handy desktop 
resource, has been a mainstay of 
ARA’s member benefits package 
for many years, providing valu-
able information to assist ARA 

members in their decision-making process when shopping 
for industry products and services. It also brings value to 
ARA Associate Members who are featured in both guides. 

The new online guide (autorecyclingbuyersguide.com/)  
is designed to equip automotive recyclers with current 
information and expanded listings at their finger tips.

HISTORIC VIRTUAL INDUSTRY EVENT 

n As event after event were canceled in 2020, ARA rose 
to the challenge of a pandemic year to successfully launch 
the industry’s first-ever live training and trade show, 
the 77th Annual ARA Convention & Exposition “EDGE 

2020.” It had almost 35 sessions and Tech Talks, over 30 
speakers, 24 exhibitors, and networking chat rooms.

“For the first time, we have the capability to help and 
engage with more auto recyclers than ever through the 
top-notch virtual platform, and bring the ARA Annual 

From updating the Association’s Strategic Plan to developing the online 
vendor Buyer’s Guide, ARA is primed to lead the industry into the future.

By Jessica Andrews
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Convention right to their office and 
to their teams,” said Scott Rob-
ertson. “This virtual training event 
was the launching pad for ARA to 
launch other online training, webi-
nars, facility tours and more.”

PUBLICATION CHANGE-UP

n In late spring of 2021, ARA 
was honored to be chosen by 
longtime industry supporter and 
ARA Honorary Lifetime Member Mike French as the 
future publisher of Auto Recycler’s ToolBox® Magazine. 
“Mike and his family have been strong supporters of  
ARA and this industry for as long as I can remember,”  
said Executive Director, Sandy Blalock. 

“ARA is humbled that Mike would choose to transfer 
ToolBox®, the Virtual Auto Recycler Trade Show™ and 
their websites over to ARA upon his semi-retirement.  
Our leadership and staff are committed to preserving the 
integrity of these communication platforms and incorpo-
rating them into the Association’s overarching communi-
cations strategy to promote the industry at-large and  
ROE – Recycled Original Equipment® manufacturer parts.”

The April/May 2021 issue was the first issue published 
under the ARA. ARA maintained the page count, secured 
a new printer, grew a larger advertising support base, and 
retained the writers all in short order.

GROWING OPPORTUNITY FOR ROE®

n ARA has taken aggressive steps over the 
past two years to protect and grow the market 
for ROE – Recycled Original Equipment® 
parts. The ROE® brand was trademarked in 
2019 as a means to reflect recycled auto parts 
as OEM parts. This summer, ARA met with the 

Federal Trade Commission about the unfair 
and deceptive campaigns undertaken by auto 
manufacturers to push ROE® parts out of the 
market. Shortly after, the FTC voted to increase enforce-
ment against repair restrictions. The unanimous vote (5-0) 
on a policy statement that prioritizes investigations into 
unlawful repair restrictions was taken during an open 
Commission meeting during which ARA and others in the 
automotive replacement parts industry participated.  

This FTC decision, coming on the heels of President 
Biden’s Executive Order which called on the FTC to insti-
tute rules to curb anti-competitive restrictions that limit 
consumers’ repair choices, sends a strong message to the 
manufacturers that they are not the only game in town. 

“The misinformation campaigns and barriers to con-
sumer choice that automotive recyclers have fought for 
years are finally getting recognized at the highest levels of 
our federal government,” said ARA Executive Director, 
Sandy Blalock. “We are encouraged by these positive steps 
forward to restoring consumer choice in how their vehicle 

is repaired.” The 
FTC policy statement 
specifically focuses 
on targeting enforce-
ment of the Magnu-
son-Moss Warranty 
Act and other repair 
restrictions that vio-
late antitrust laws 
or use deceptive 
practices.

n Also, ARA strongly opposed Subaru’s published posi-

tion statement that misleads consumers and effectively 
bans the use of safe and economical alternative repair 
parts. ARA’s opposition was widely covered by industry 
trade press. 

Executive Director Sandy Blalock noted in a press release 
that “Auto Manufacturers have become more aggressive in 
their efforts to force ROE – Recycled Original Equipment® 
and aftermarket parts out of the market. These statements 
and tactics stifle competition, greatly increase costs to con-
sumers and in turn, can result in more repairable vehicles 
being considered uneconomical to repair. Manufacturer 
repair restrictions have become such a significant issue that 
both the Biden Administration and FTC have taken unam-
biguous steps to increase antitrust and consumer protec-
tion enforcement against manufacturer repair restrictions.”

PROTECTING ROE®

n ARA’s President 
Scott Robertson Jr. 

and Executive Director 

Sandy Blalock testi-

fied in several states 

against harmful legis-
lation in the state that 
would place severe 
limitations on the utili-
zation of ROE® parts. 

Two of the highest profile bills were in Rhode Island and 
proposed several discriminatory and baseless restrictions 
on the utilization of ROE® parts for automotive repairs in 
Rhode Island. Restrictions such as requiring that the used 
part be sourced within a 50-mile radius of a location that 
is not specified in the bills. Blalock’s testimony pointed out 
that the bill could very easily be interpreted as an outright 
ban on the use of used repair parts from any entity outside 
of Rhode Island and that discriminating against forms of 
commerce from other states and only permitting insurers 
to source used parts from businesses within Rhode Island 
is a violation of interstate commerce law.  

Another proposed limitation put forward in the bills 
would limit a vehicle owner’s choice to used OEM parts 
harvested from a vehicle of the same year or newer. ARA 
testified that this is impractical and demonstrates a lack of 
understanding about the many replacement part options 
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available to vehicle owners today. ROE® parts in the same 
vehicle model series should always be allowed. For many 
used parts, the mileage of the vehicle from which the part 
was disassembled has no bearing on the functionality 
or condition of the part, such as body or cosmetic com-
ponents. Using examples from her own vehicle history, 
Blalock asked why good, quality parts from the same 
model series should be excluded in vehicle repair.

Robertson focused on the positive environmental impact 
of the industry and fielded multiple questions from inter-
ested members of the House and Senate Committee mem-
bers. Robertson referenced the 2017 study by Worcester 
Polytechnic Institute in Massachusetts that measured the 
environmental impact the automobile recycling industry 
had in Massachusetts. WPI’s study verified that auto recy-
cling is carbon negative and reduced the carbon footprint.  

TOTALED TREASURE INTERNET SENSATION

n In late 2020, ARA launched and is now producing 
episodes of Totaled Treasure, a consumer-facing YouTube 

video series designed to show automotive recycling facil-
ities in a positive way and educate on the industry, while 
also being entertaining. Auto recyclers host the film crew 
to conduct a “treasure hunt” looking for items left in cars. 
The clever show has yielded some real treasures for the 
host facility, as well as attention on social media. 

ENVIRONMENTAL STEWARDS

n In 2021, ARA submitted comments to the U.S. EPA in 
response to their request regarding their 1986 policy on 
the sale and use of aftermarket catalytic converters (1986 
Policy). The goal behind the creation of the 1986 Policy 
was to allow consumers to have access to less expensive 
yet still effective used OEM and aftermarket catalytic 
converters, giving vehicle owners incentive to replace their 
worn-out catalytic converters, thus keeping our air cleaner.

While the EPA permits used OEM catalytic converters 
to be sold and installed on vehicles so long as the require-
ments of the 1986 Policy are complied with (and absent 
any state restrictions), ARA explained to the EPA that the 
current testing standards for used OEM catalysts in the 
1986 Policy are too stringent to achieve the air quality 
goals of the EPA. Therefore, the EPA should update the 
testing standards for used OEM catalytic converters 
because it would be better for overall air quality if vehicle 
owners could replace worn-out or missing catalytic con-
verters with higher-functioning, used OEM ones.

ARA believes that laws and regulations should not 
unreasonably restrict the resale of motor vehicle parts by 
automotive recyclers and has explained to the EPA that 
by updating the restrictions on the resale of used OEM 
catalytic converters that the EPA would be able to better 
improve U.S. air quality.

ARA INVESTS IN TRAINING RESOURCES

n Several new and exciting training 
resources were launched through ARA 

University, accessible for free, 24/7 to 
all ARA members and their employees. 
These NEW courses and resources were 
added in 2020 and 2021.

Electric and Hybrid Training: The auto-
motive industry is going electric. Learn all about hybrid 
and electric automotive technology in this new 8-module 
certification course. Prepare your company and employees 
to safely handle high-voltage vehicles. 

Depollution Training: To provide YOU with the 
training necessary so that you can safely dismantle 
and recycle the vehicles in your inventory, this module 
will cover the best practices, industry standards, and 
regulations for fluid removal, fuel, oil and other petro-
leum-based fluids as well as antifreeze. 
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Electric Vehicle Bat-

tery Database: Featuring 
an analysis of over 1,650 
models from 65 vehicle 
manufacturers, ARA is pro-
viding this database to assist 
automotive recyclers with 
identifying and removing 
batteries from all vehicles. 

ARA UNIVERSITY BOOSTS NEW VIDEOS

n Available are 18 new Tech Talk videos as well as five 
full 50-minute educational sessions are available on the 
ARA University in the Resource Library, including pre- 
recorded content from associate members. EDGE 2020 
inspired a series of new video resources that include  
multi-part virtual facility tours of B&R Auto Wrecking  
in Corvallis, Oregon, Wilbert’s U Pull It in Williamson,  
New York, and Nordstrom’s Automotive in Garretson,  
South Dakota.

NAVIGATING COVID-19

n ARA was able to get automotive 

recycling as an essential business 

included in that category to remain 
open while other businesses were 
forced to close. 

n ARA developed a number of 

vital industry pandemic-related 

resources that resided on a COVID-19 Dashboard on the 
ARA website. It was updated daily with current informa-
tion, and sent in a daily email to all members.  

n ARA’s COVID-19 Relief Fund provided $65,000 to 
businesses needing assistance during COVID, and to affil-
iate chapters to offset losses from canceled shows.

n ARA produced a number of PPP and COVID-19-re-

lated webinars on following federal rules and other topics.
n ARA secured ongoing sessions with Jason Redman, 

who was the “ARA 2020 Industry Coach.”  
Jessica Andrews is ARA’s Senior Director of Association Operations 

and Director of State Government Affairs.

Manufacturer repair restrictions have become such a significant issue that both the 
Biden Administration and FTC have taken unambiguous steps to increase antitrust 

and consumer protection enforcement against manufacturer repair restrictions.
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Grid
Across 
1. Carrera company

5. Mid-engine Pontiac two-seater

8. One who runs in neutral

9. The “Dukes of Hazzard” Dodge

10. Big rig sections

11. Racer and entourage

13. Gasoline specification

14. Harley-Davidson engines (1,5)

17. ‘16 75th anniversary brand

19. ‘60s and ‘03-’04 Mercury model

22. ‘17 Buick convertible

23. Trucker wallet attachment

24. Showroom transactions

25. Crash-activated devices

Down
1. Coating absent on DeLorean

2. “If I Had a Million Dollars” K-car

3. Automaker’s facility (3,5)

4. Buick subcompact crossover

5. Tire trouble

6. Former AMC and Chrysler brand

7. Highway access lanes

12. ‘01-’24 Stanley vehicle (5,3)

13. First word, right mirror message

15. “Hoosier Hospitality” tags home, once

16. Tuning forks emblem bike

18. Short-lived ‘50s Ford brand

20. Piston jewelry

21. Checker products

By Murray Jackson
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Advertise!
Contact Caryn Smith  
and Jay Mason for your  
Customized Marketing Plan  
to reach ARA Member  
decision-makers with  
your advertising! 

Call (239) 225-6137 or email 
ARAEditor@comcast.net. 

360 Calendar
Send Your Event Info  
to Maria@a-r-a.org!

Visit www.a-r-a.org 
to save the date for  
the industry’s hottest  
must-go-to events! 
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Send your photo(s) as  
high resolution JPG format, 

along with a description  
or identification of the 

people/things included to 
ARAEditor@comcast.net. 

In this flashback photo from 2017, incoming ARA President 
Marty Hollingshead and Shannon Nordstrom, the chair of 

the ARA Certified Committee is seen presenting ARA and the 
Reitman family a retooled CAR “Gear” Award that now holds 
the names of all awardees. The award is displayed at the CAR 
Award recipient company for one year. It serves to show cus-
tomers and employees that the business upholds the highest of 
safety and environmental standards, as well as proving leader-
ship in these areas. Only one auto recycler per year is awarded 
this honor.

Here is the story. In 2015, Adam and Nick Reitman had the 
“gear” award (top part of trophy seen above) made to honor their 
father, late-past president Randy Reitman, who worked to promote 

the program in his time on the Executive Committee. He passed 
away just after his term, in March 2015. 

Northlake Auto Recyclers, Hollingshead’s facility, received the 
CAR Award in 2016. As such, he displayed the CAR “Gear” Award 
for the year. Hollingshead had an idea that the “gear” needed a 
base, and the ability to display all those who have won this presti-
gious award. Inspired by his love of hockey, he sent a trophy-style 
award base design to ARA and they loved it. He had it produced, 
and in 2017, Hollingshead and Nordstrom presented the improved 
trophy to ARA and the Reitman family. The following year, Holl-
inghead was welcomed onto the Executive Committee and is now 
incoming president of ARA. (Check out the article on Certification 
on page 33.)! 

From left to right: Shannon Nordstrom, chair of the ARA Certification Committee and owner of Nordstrom’s Automotive shares the stage with Adam 
Reitman, Nick Reitman, Marty Hollingshead, owner of Northlake Auto Recyclers, and Fran Reitman, owner of Reitman Auto Parts to unveil the 
retooled Certified Automotive Recycler (CAR) “Gear” Award in 2017.

Flashback: Award Worthy of the Honor
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